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.Y. High Court Reverses Seeks SEC Ban On 
Conn. General Suit 


BY WILLIAM MACFARLANE 


The New York court of appeals, the 
ate’s highest court, in a decision that 
prised the New York department, 
is ruled that Connecticut General 
nd other out-of-state life insurers 
may purchase controlling stock interest 
1a fire and casualty company with- 
but jeopardizing their licenses to write 
ife business in the state. The decision 
perses decisions by the supreme 
trial) court and the appellate divi- 
ion of the supreme court. 
The department has ruled, and the 
ower courts have concurred, that if 
onnecticut General should purchase 
ontrolling interest in a fire and cas- 
alty company, its license would not be 
enewed because it would be violating 
he sections on investment limitations 
in the insurance law and be actively 
mgaged in the fire and casualty busi- 
mess, also a violation. Connecticut Gen- 
eral has maintained in its suit for de- 
laratory judgment on the issues that 
its owning control of a fire and casual- 
y company would not mean it was ac- 
ually engaged in the fire and casualty 
business and that ownership of such 
ontrol did not constitute a violation of 
the insurance law, a view with which 
the court of appeals agrees. 
The court of appeals decision directly 


No Rush To Make Use 
Of Multi-Line Right 
Given By N.Y. Court 


NEW YORK—Inquiry among life 
companies licensed but not domiciled 
in New York state has failed to disclose 
y great interest in taking advantage 
f the right just won by Connecticut 
General Life to own a fire-casualty 
insurer without risking the right to 
continue operating in New York. 

At Prudential, the largest company 
of those within the scope of the deci- 
sion, it was said the company was not 
especially interested in making use of 
the opportunity opened up by the New 
York court of appeals ruling. 

A glance at the list of life companies 
operating in New York makes it ap- 
Pear unlikely that except for Connec- 
ticut General Life a poll of the entire 
toster would disclose any significant 
interest in going multi-line. The entire 
list, domestic and out-of-state, totals 
fewer than 80. Of this number, not 
even 30 would be in a position to make 
use of the court of appeals liberaliza- 
tion. The rest are domiciled in New 
York or Massachusetts, where laws 
forbid domestic companies to own 
non-life insurers, or they are already 
owned wholly or in part by fire-cas- 
ualty insurers or holding companies 
with fire-casualty affiliations. Of the 
fewer than 30 that might theoretically 
be interested in going multi-line, Con- 
hecticut General is the only one that 
has displayed anything that could be 
Tegarded as significant interest in 
owning a fire-casualty insurer. 

As for the possibility that New York 
(CONTINUED ON PAGE 27) 
















affects only out-of-state life companies, 
but should give rise to strong pressure 
for legislation that would give New 
York-based companies an equal com- 
petitive break with foreign companies. 

While Connecticut General followed 
up the court of appeals decision with a 
statement to the effect that it was ob- 
viously pleased by the reversal of the 
lower courts’ decisions, it is understood 
that members of the department’s staff 
were so confident of winning that they 
were quite taken aback by the sudden 
turn of events. 

Connecticut General, in its statement, 
pointed out, “Aside from the obvious 
importance of this decision to Connecti- 
cut General in_ re-establishing its 

(CONTINUED ON PAGE 22 


Companies Oppose 
Disclosure Laws In 
Unnecessary Areas 


WASHINGTON—While life and 
health insurance companies support 
properly designed welfare and pension 
plan disclosure laws where appropri- 
ate and necessary, they are, however, 
concerned about proposed law changes 
which might increase the burden on 
level-of-benefit plans that are not in- 
herently susceptible to abuses, Charles 
A. Siegfried, vice-president of Metro- 
politan Life, told a House committee 
here. 

Mr. Siegfried testified for American 
Life Convention, Health Insurance 
Assn., and Life Insurance Assn. at 
hearings on proposed amendments to 
the welfare and pension plans disclo- 
sure act being conducted by the edu- 
cation and labor subcommittee. He 
questioned whether proposed addition- 
al powers for the Secretary of Labor 
involving level-of-benefit plans could 
not wait for further experience to ac- 
cumulate under the present act. 


No Limitations 





Mr. Siegfried said that one amend- 
ment contains no limitation on the ex- 
tent of the detail which the Secretary 
may require. In addition, the time limit 
afforded companies to certify necessary 
information to the administrator was 
too short for purposes of full compli- 
ance and could be even more difficult 
for the companies if still more detail is 
required. He urged a compliance dead- 
line of 120 days for the insurer, and 
150 days for the administrator of the 
plan. 

Although recognizing Secretary 
Goldberg’s intention not to use pro- 
posed investigatory powers for any 
purpose other than enforcement of 
registration and reporting provisions, 
Mr. Siegfried requested the subcommit- 
tee to limit the authority specifically 
to these stated goals. He expressed 
fears that since these investigatory 
powers may be in effect for many 
years, they could, if not specifically 

(CONTINUED ON PAGE 27) 


‘Variable Annuity’ 
Mutual Fund Name 


WASHINGTON—Variable Annuity 
Life of Washington, D.C., has made ap- 
plication to the Securities & Exchange 
Commission for an order declaring 
that use of the words “variable annui- 
ties” in the name of United Variable 
Annuities Fund and United Variable 
Annuities Trust and in the designation 
of securities that the trust is proposing 
to offer is deceptive and misleading 
within the meaning of section 35(d) of 
the investment company act of 1940. 

The Washington company has al- 
ready objected to United’s position 
that it is not subject to state insurance 
department regulation because it is 
not offering insurance or other guar- 
antees. 


Could Cause Confusion 


Variable Annuity Life contends that 
because it has since inception assidu- 
ously promoted variable annuities and 
has sought to identify itself with 
them, the use of the term “variable 
annuities” in the corporate names of 
the trust and the fund is clearly capa- 
ble of causing confusion in the public 
mind between such organizations and 
Variable Annuity Life, all of which are 
registered investment companies un- 
der the investment company act of 
1940. 

The Variable Annuity application to 
the SEC contends that despite the in- 
clusion of the words “variable annui- 
ties” in its title, the fund does not offer 
to the public anything remotely re- 
sembling an annuity and will make no 
periodic payments to annuitants of 
any description. 

“The words ‘variable annuities’ in 
the title of the fund carry the implica- 
tion that some special or unique fea- 


ture of the fund makes it peculiarly 
(CONTINUED ON PAGE 23) 


NAIC Meets; Most 
Issues Seem Headed 
For Postponement 


Parker Will Be President, 
Gerber In Line To Head 
Executive Committee 

By JOHN BURRIDGE 


PHILADELPHIA—The 92nd annual 
meeting of National Assn. of Insurance 
Commissioners, as it ran its course 
through Tuesday of this week, consti- 
tuted a magnificent sidestep. Prospects 
are that the commissioners will hold 
their position for another two days or 
so and let all issues rush by. Actually, 
not much was expected to happen. 
The Gerber subcommittee confronted 
with the prior approval-no prior ap- 
proval question, had the only con- 
troversial matter to deal with. But 
committees and subcommittees looking 
into such subjects as guaranty funds, 
organization of insurance companies 
and other troublesome areas, perhaps 
not critical but still deserving attention, 
were content to carry their problems 
over for another six months. 

There isn’t even much politicking 
going on. Joseph Gerber of Illinois is a 
shoo-in for chairman of the executive 
committee. He could have had it a 
year ago on the strength of his effort 
and willingness to do the job. Had he 
aot been in the running this time, the 
duties would have fallen to Charles 
Howell of New Jersey. Sam Beery of 
Colorado will be succeeded as presi- 
dent by T. Nelson Parker of Virginia, 
who has the respect of industry for his 
abilities, and the vice-president will 
be Rufus D. Hayes of Louisiana. 

Much of the conversation deals with 

(CONTINUED ON PAGE 20) 
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Past presidents of New York City Life Underwriters Assn. get together 


> a. a _ ae 


for 





their fourth annual dinner at the Astor Hotel. The affair was under the chair- 
manship of John M. Fraser, Connecticut Mutual. Standing, from left, are Harry 
Phillips III, Penn Mutual Life, current president; Harold A. Loewenheim, Home 
Life of New York, 1955-56; Stanley R. Wayne, Mutual Benefit Life, 1959-60; 
Arthur L. Sullivan, Fidelity Mutual Life, 1957-58; Charles S. McAllister, un- 
affiliated, 1952-53; Michael P. Coyle, Phoenix Mutual Life, 1956-57; Charles 
Anchell, New York Life, 1958-59: John H. Evans. Home Life of New York, 
1951-52, and Managing Director Jack R. Manning. Seated, from left, are Bea- 
trice D. Jones, Equitable Society, 1941-42; Julian S. Myrick, Mutual of New 
York, 1914; Mr. Fraser, 1934-35; Ralph G. Engelsman, consultant and former 
general agent of Penn Mutual Life, 1936-37; David B. Fluegelman, Connecticut 
Mutual Life, 1945-46, and Harold N. Sloane, Continental Assurance, 1953-54. 
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Huebner Honored At Dedication Nevin Loose Heads Persistency Vital 


HeNATIONAL UNDERWRITER 


Of Insurance Education Center 


BRYN MAWR, Pa.—Dr. Solomon S. 
Huebner, University of Pennsylvania 
professor emeritus and co-founder of 
the CLU and CPCU insurance educa- 
tion programs, was honored by the 
university’s president during ceremon- 
ies here dedicating Huebner Hall, new 
home of the American Center for In- 
surance Education. 

In delivering the dedication address 
at the Bryn Mawr site, President Gay- 
lord P. Harnwell of the university 
said: “The university looks with deep 
pride upon its identification with Dr. 
Huebner, pioneer insurance educator 
and president emeritus of the Ameri- 
can College of Life Underwriters, 
whose service to the halls of learning 
and the halls of business has been 
equally distinguished.” 

The five professional insurance edu- 
cation organizations comprising the in- 
surance education center are Ameri- 
can College of Life Underwriters, 
American Institute for Property & Lia- 
bility Underwriters, Insurance Institute 
of America, American Society of 
Chartered Life Underwriters and 
Society of Chartered Property & Casu- 


Patten Endorsed By 
California Agents 
For NALU Trustee 


Earle L. Patten, president of Cali- 
fornia Assn. of Life Underwriters, 
has been endorsed 
by that organiza- 
tion for trustee of 
National Assn. of 
Life Underwriters. 
He previously re- 
ceived the backing 
of his local central 
California associa- 
tion. 

Mr. Patten who 
is manager at 
Fresno of New i 
England Life, is a 
now her af the Earle L. Patten 
NALU committee on political educa- 
tion and participation and the special 
committee on industry problems. He 
is also area 11 membership chairman. 
His term as California association pres- 
ident ends this month when the con- 
vention is held at Sacramento. 








House Passes Keogh 
Bill By Big Margin 


WASHINGTON—The House on 
Monday passed the Keogh bill giving 
the self-employed some of the tax in- 
centives for pension accumulations 
that now are allowed employes. The 
bill passed overwhelmingly by voice 
vote, with Republicans and Democrats 
joining to assure passage. 

The bill would permit the self-em- 
ployed to defer tax on up to 10% of 
their income, provided it was placed 
in an approved type of retirement 
fund. There would be a $2,500 a year 
limit. 

The Treasury, representing the ad- 
ministration, had asked for a delay in 
consideration. The measure now goes 
to the Senate, where similar bills have 
been killed in the last two Congresses. 

Self-employed persons having more 
than three employes with three years’ 
or more service would have to provide 
pensions for these employes in order 
to qualify for tax relief, 


alty Underwriters. 

Of the role of professional education, 
President Harnwell said: ‘We are re- 
minded by Dr. John W. Gardner in the 
report of the President’s Commission 
on National Goals that ‘if we really 
believe in individual fulfillment, our 
concern for education will reach far 
beyond the formal system. We shall 
expect people to continue to learn and 
grow in and out of school, in every 
possible circumstance, and at every 
stage of their lives.’ 

“In the life insurance profession, 
this need was discerned back in 1927, 
and in the ensuing years a high stand- 
ard of professional development has 
evolved as a result of the chartered 

(CONTINUED ON PAGE 16) 


A.L. Miller Named V-P 
Of Valley Forge Life 


Alvin L. Miller, former assistant to 
the president of Valley Forge Life, af- 
filiate of American Casualty, has been 
elected vice-president. He was placed 
in over-all charge of the group of com- 
panies’ life operations and was also 
elected assistant vice-president of 
American Casualty and of Valley Forge 
Insurance Co., American Casualty’s 
property and casualty affiliate. 

Daniel De Wald was elected assist- 
ant vice-president of Valley Forge 
Life and assistant secretary of Ameri- 
can Casualty. He continues in charge 
of the group credit and mortgage life 
and health department of both com- 
panies. 


Walsh Appointed Pa. 
Deputy Commissioner 


Gov. Lawrence of Pennsylvania has 
appointed Charles V. Walsh deputy in- 
surance commissioner. He will take 
charge of the bureau of rate regula- 
tion. He was in the legal section of the 
insurance department and for the past 
three years has been general counsel. 


Sidney J. Hilton Heads 


Eastern Claims Executives 

Sidney J. Hilton, manager of the 
claim division of Life of Virginia, was 
elected chairman of the Eastern Life 
Claims Conference at the meeting held 
in New York. 

Other officers are John J. Harrigan, 
superintendent of the claim depart- 
ment of Equitable Society, who was 
elected vice-chairman, and Michael 
Corcoran, assistant manager of claims 
of New England Life, who was elected 
secretary. 





State Mutual Occupational 


Ratings To Go Off At 65 


WORCESTER—State Mutual Life 
will automatically discontinue at age 
65 any extra premium it may have 
been charging for an occupational 
hazard. The lower premium will be- 
come effective on the policy anniver- 
sary nearest the insured’s 65th birth- 
day. 

The benefit will be extended to new 
and old policyholders alike. 

Provident Mutual is conducting the 
sixth in its series of management 
training schools at the home office. 
The program is under the direction of 
C. Gordon Ferguson, 2nd vice-presi- 
dent, agency department. 


Pa. Association 


Nevin A. J. Loose, regional direct- 
or for Philadelphia Life at Lancaster, 
was elected presi- 
dent of the Penn- 
sylvania Assn. of 
Life Underwriters 
at the convention 
in Reading. 

Other officers 
are vice-president, 
William H. Wil- 
liams, Northwest- 
ern Mutual, Mead- 
ville; secretary- 
treasurer, Karl E. 
Wise, Baltimore 
Life, Altoona; im- 
mediate past president, John R. 
Wink, John Hancock, Reading. 

Regional vice-presidents: Northwest- 
ern, Charles M. Waltenbaugh, Mead- 
ville; northeastern, Thomas M. Duddy, 
Thompson Derr general lines agency, 
Wilkes-Barre; Golden Triangle, Hilbert 
W. Reynolds, Life of North America, 
Pittsburgh; west central, Frank N. Dud- 
geon, Prudential, Pittsburgh; central, 
Kenneth L. Piper, Metropolitan Life, 
Altoona; south central, Curtis L. 
Bready, Baltimore Life, York; south- 
eastern, Albert H. Werner, Equitable 
Society, Allentown; Delaware Valley, 
Francis L. Doyle Jr., New England 
Life, Philadelphia. 


Directors Are Listed 


Directors: William J. McDevitt Jr., 
John Hancock, Harrisburg; J. Donald 
Cannon, Massachusetts Mutual, Pitts- 
burgh; L. Kent Babcock Jr., Aetna 
Life, Philadelphia; Ben L. Tabor, Jef- 
ferson Standard, Harrisburg, and Wil- 
liam J. Preslock, Jefferson Standard, 
Scranton. 

The convention also authorized ac- 
tion to seek a shortened license period 
for agents. Under the present Penn- 
sylvania law, once an agent has been 
licensed to sell insurance and there- 
after ceases to be under contract to any 
insurance company, the license may be 
reinstated within five years without 
examination. Legislation will be intro- 
duced to shorten this period. 





Nevin A. J. Loose 


D.C. Agents To Hear Stanton Hale 

Stanton G. Hale, vice-president for 
sales of Mutual of New York, will be 
the speaker at the luncheon of District 
of Columbia Life Underwriters Assn., 
June 15. The title of his speech will 
be “Ahead of Us.” 


June 10, 


To Good Growth, 
Home Life Men Told 


Good persistency is essential fy 
company to maintain or accelerate; 






















J. Harry Wood 


progress, for poor persistency has , 
adverse effect on several vital aspe 
of any company’s operations, Chairm 
William P. Worthington told Home |jj 
of New York’s field convention at 
donfield, N. J. 

In investments, for example, a cop 
pany with a poor persistency reeg 
must maintain a larger liquid positj 
to meet surrender demands. This me, 
keeping a larger share of assets in cag 
or short-term investments with a re 
tively low rate of return, instead of jj 
the more profitable long-term commit 
ments such as Home Life is able ;; 
make because of the excellent persis} 
tency of its business. 


Burdens The Persisters 

“It is obvious,” said Mr. Worthing 
ton, “that poor persistency also me 
be a burden on surviving policy-own, 
ers because it interferes with the lig- 
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uidation of acquisition costs of policy: 
owners who prematurely - surren 
their policies.”” He said Home Life 
erates on the principle that all 
of policies issued must be so 
self-supporting and contribute to 
growth and progress of the company 
Unsound selling practices inevitabj 
inflate operating cost and are agai 
the long-term interest not only of 
public but also of career agents 
the companies themselves. 

J. Harry Wood, who succeeded Mr 
Worthington as president Feb. 
stressed the difference between ag 
selection for aptitude and selection 
success. The first merely divides 
spective recruits into two broad group 
of about equal size—those with apt 

(CONTINUED ON PAGE 26) 





Three of the key 
figures in the 
CLU-CPCU insur- 
ance’ educational 
movements who 
participated in the 
ceremonies de d i- 
cating Huebner 
Hall, new home of 
the American Cen- 
ter for Insurance 
Education at Bryn 
Mawr, Pa.: From 
left, John A. North, 
past president and 
life trustee of 
American Institute 
for Property & Li- 
ability Underwri- 
ters and chairman 
of Phoenix of 
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Hartford group of insurance companies; Dr. S. S. Huebner, emeritus profes 
of insurance at University of Pennsylvania and president emeritus and lit 
trustee of American College of Life Underwriters, and Paul F. Clark, chairm# 
and life trustee of American College and chairman of John Hancock 

Life. Dr. Huebner was honored by the dedication speaker, President Gayle 
P. Harnwell of University of Pennsylvania. Messrs. North and Clark, speakes 
at the banquet, also paid tribute to Dr. Huebner. Story on this page. 
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You're the kind of man we want. A successful agent — happy in his work. The career 
opportunity we have to offer you is so unique among major life insurance companies that we 
believe even you will want to turn around and take a good hard look at it. Inquire by writing to 
Murray Longworth, President, United of Omaha, Omaha, Nebraska. 
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FeNATIONAL UNDERWRITER 


Fifth Dividend Has Many More 
Uses Than In Financed Plans 


Charles H. Schaaff, executive vice- 
president of Massachusetts Mutual 
Life, writes as follows about varied 
uses of the fifth dividend option of- 
fered by a number of companies as a 
means of increasing a policy’s coverage 
through one-year term insurance: 

In your May 20 
edition, under the 
head “Nw Mutual 
Tells Why It Won’t 
Provide Fifth Di- 
vidend Option,” 
you review Vice- 
president Robert 
E. Dineen’s book- 
let, which, inci- 
dentally, I have 
read. In his book- 
let Mr. Dineen 
concerns himself 
very largely with 
the matter of financed or “margin” in- 
surance; and I think that there can be 
no disagreement that this type of busi- 
ness, improperly sold, is not only harm- 
ful to the buyer, but can have serious 
results for the insuring company. He 
also concerns himself with the problem 
of replacement, which, while it has not 
yet been serious for us, is certainly one 
that deserves the attention of all in 
our industry. 

Incident to his main premise, Mr. 
Dineen discusses the one-year term 
dividend option in connection with 
leveling the death benefit of financed 
insurance; but it seems to me your 
story magnifies his remarks on this 
subject and takes them out of context 


Charles H. Schaaff 





GENERAL AGENT OPPORTUNITY 


CAN YOU PROSPECT? 


Do your prospects come directly from your own effort, ability and 
imagination? Can you show others ‘how to”? 


CAN YOU TELL A CONVINCING SALES STORY? 


If you’re doing well right now with what you’ve got, you'll do better 
with our proven competitive merchandising plans featuring sound life 
plans and the most modern and competitive A&S portfolio in the 
industry — and the premium payment plan of the future, Check-O- 
Matic. Can you inspire and show others ““how to”? 


CAN YOU COMPETE? 


Do you thrive on competition with others? More important, do you 
compete with yourself? Can you instill this spirit in others? 


DO YOU REALLY WANT TO EARN MORE MONEY? 


Do you want to earn top dollars present and future — for your own 
personal “know how” and for your ability to show others “how to”? 


HERE’S YOUR ANSWER: 


Highest lifetime service fee in the business for the career under- 
writer —fully vested renewals for 9 years—top Ist year commission on 
par and non-par policies—agency office allowance—non-contributory 
pension plan — operating capital for new agents. 


Write, Wire or Phone Immediately. 


FRANK L. BARNES, President 
HOWARD W. KRAFT, Vice President and Director of Agencies 


THE 
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COLUMBUS 15, OHIO 


Licensed in: Ala., Ariz., Calif., Del., D. C., Fla., Ga., Ill., Ind., flowa, Ky., Md., Mich. 
Minn,, Mo,, No. Car., Ohio, Pa., Texas, Va., and W, Va, 


so that the story implies that the so- 
called fifth dividend option is of prac- 
tical advantage only in connection 
with financed insurance. This is actu- 
ally far from the fact. 

It is my opinion that the fifth divi- 
dend option has broadened the useful- 
ness of dividends in much the same 
manner that the variety of settlement 
options available has made possible 
the tailoring of life insurance con- 
tracts in individual situations. 


Gives Example 


For example, a married man in his 
early 20s can, through the use of the 
fifth dividend option, increase his pro- 
tection by as much as 50% during 
those years of buying a home and rais- 
ing a family. It seems to me to be 
mighty satisfying to a policyholder to 
know that this use of his dividends 
will help to maintain his protection if 
it is necessary for him to borrow on 
his insurance to finance his children’s 
education, to take care of medical ex- 
penses, etc. When the need for the 
maximum life insurance has passed, 
the dividend option may be changed to 
one more suited to his new situation. 

In addition, the majority of new 
split-dollar plans, whether they are 
corporate or family, use this option be- 
cause it protects the death benefit of 
the insured, even though the cash val- 
ue is assigned. Finally, not all policy 
loans involve financed insurance, and 
in cases where such loans are neces- 
sary the fifth dividend option plays an 
important part in maintaining the in- 
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sured’s life insurance estate. 

The fifth dividend option has been 
much maligned, and it seems to be 
emphasized in trade publications only 
as an adjunct to financed insurance. It 
would appear to be time to recognize it 
as the valuable option which it is. I 
hope that you will see fit to give prop- 
er recognition to this option and to 
correct the adverse impression which I 
believe has been created by your arti- 
cle on Mr. Dineen’s booklet. 


100% Stock Dividend 
Is Declared By 
Life Insurance Investors 


Life Insurance Investors Inc., has 
declared a 100% stock dividend pay- 
able July 12 to stock of record June 21. 

Life Insurance Investors is the largest 
mutual fund with assets exclusively in 
stocks of life insurance companies. 

In addition, Raymond T. Smith, pres- 
ident, reported to stockholders, total 
assets of $18,469,573; unrealized capital 
gains of $6,827,119; realized capital 
gains of $325,983, and dividend income 
of $39,594 as of June 7. Bid price as 
of that date was $24.40, the asked price 
$26.71. Assets, unrealized capital gains 
and realized capital gains are up sharp- 
ly from the Jan 31. 

All of the officers and directors in- 
cluding J. C. Bradford of J. C. Brad- 
ford & Co., investment bankers of 
Nashville, the founder of the Fund 
were reelected. 


Conn. Mutual Holding 


Educational Meetings 


Connecticut Mutual Life is conduct- 
ing three regional educational confer- 
ences during this month for some 325 
qualifying agents throughout’ the 
country. 

Conferences will be held at the 
Grand Hotel, Mackinac Island, Mich., 
June 12-14; Hotel Stanley, Estes Park, 
Colo., June 19-21 and the Balsams, 
Dixville Notch, N.H., June 28-30. 

Theme for each of the three-day 
parleys will be “Growthmanship for 
the ’60s’”, title of the keynote address 
of Charles J. Zimmerman, president. 
Edward B. Bates, vice-president, will 
speak on “Compete and Grow.” 

Panel discussions on “Growthman- 
ship Through Advanced Sales,” and 
“Growthmanship Is a Must for Me,” 
will be moderated by Elmon A. Starr 
and Horace R. Smith, assistant agency 
vice-presidents, and Robert B. Proctor 
superintendent of agencies. 

Royden C. Berger, director of adver- 
tising, amd William L. Camp III, dir- 
ector of sales promotion, will collabo- 
rate to present ‘“Growthmanship 
Through Personal and National Ad- 
vertising.” 


Will Present Awards 


Awards will be presented by Ray- 
mond W. Simpkin, vice-president in 
charge of agencies, who will also speak 
on “Growth In The Decade.” 

General agents serving as chairmen 
for their respective regional confer- 
ences will be Paul C. Kaul, Omaha, 
Robert J. O’Neill, Peoria, Floyd A. Ro- 
senfelt, Toledo, Michael P. Massad, 
Dallas, DeWitt Jones Jr., Denver, Rob- 
ert L. Mitchell, Portland, Ore., Norris 
Maffet, Philadelphia, Jack O’Bannon, 
Buffalo, and Winslow S. Cobb Jr., Bos- 
ton. 

At a regional conference held May 
22-24 at Grove Park Inn, Asheville, 
chairmen were general agents P.L. 
Bealy Smith, Atlanta, C. Carter 
Schneider, Cleveland, and Wayne B. 
Glasgow, Nashville. 
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Nola Patterson Hits 
Back At Critic Of 


Financed Insurance 
Mrs. Nola E. Patterson of A 
who some years ago waged a vig 
fight in her publication “Reveille 
unionize ordinary agents, has wr 
to J. S. Seidman of New York 
his criticism of financed life insy, 
a field in which Mrs. Patterson spe 
izes. yoted it 
Speaking as president of the Ams ynter mar 
ican Institute of Certified Public 4M. third col 
countants at the 1960 annual mes professi' 
of the Million Dollar Round Table, yay), In the 
were quoted as follows by Tug of the 
TIONAL UNDERWRITER. tions a 
“We think that the bank finangMond colun 
insurance plan has been pushed 40 
that there is now doubt about qpey"’ rite, 
validity of the whole thing. Recent pin. Bank. Lif 
decisions have indicated that inter 
on tax-motivated debt may not ihn 
deductible. Furthermore, doubt or ye 22? 
doubt, Congress is likely to sea] 4 
doom of tax advantage from bani" Fite 
financed insurance programs,” * 
Without going into the subject 
how the certified public accountanis 
are qualified to sit in judgment on ay” 
phase of the life insurance business, fin 
is strange that you are not similar" 
alarmed about the fact that mortgashesor 
loans have been “pushed so far ¢h 
there is now doubt about the validitfivation Emt 
of the whole thing.” Or ind ankers conse 
loans, investment loans, loans to ff ite . 
nance airplane flights, trips to foreig 
countries, or even the dog races! 


Why Is It Whipping Boy? 

Why is loan-financed life ins 
the whipping boy? There was a timgsherok 
when a mortgage on a home was aepnati ise 
disgrace. Now it is routine. If there jgtitadel Life, 
not any stigma on the person wh Geet edit 
borrows money to provide a home fool. Ins. Se 
his family, why should he not provid¢ ees Gee 
protection for them in the same way, 
What, pray tell, is the moral differdint Am. Li 
ence? Especially when the home might{ Cot. Fid. L 
be provided later but perhaps the pro. meee I 
tection could not! 

Borrowing on good collateral for any 
purpose is the main concern of th 
borrower and lender, not of the cert- 
fied public accountants. 

Your prediction that “Congress i 
likely to seal the doom of tax-advan- 
tage from bank-financed life insur 
ance” seems somewhat presumptive 
but why do you not predict that Co 
gress may seal the doom of tax at- 
vantage from any kind of loan f 
nancing? 

If a person borrows money to fi 
nance investment property and sells it 
several years later at a profit, he get 
the advantage of the long term capital 
gains tax. Similar profit realized from 

(CONTINUED ON PAGE 25) 
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Levering Cartwright 
INSURANCE STOCKS 


Life-Fire-Casualty 


Cartwright, Valleau & Ce. 


Members Midwest Stock Exchange 
Board of Trade Building 
Chicago 4, Illinois 
WAbash 2-2535 Teletype CG14% 


You may telephone orders collect. 
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plementary List Of Quotations Of 


nce Mid Prices For Insurance Stocks 


1 of At: ight, Valleau & Co., Chicago, 
ed a vig ishes the following quotations on 
“Reveille BM wrance stocks, which supplement the 
, has wriglkgres that are given regularly at 
’ York pth-end on about 140 issues. This 
ife insuraMy includes most of the insurance 
SON Spetifiympany stocks for which a market 
; quoted in the national over-the- 
f the AmMunter market. The prices shown in 
| Public 4h, third column are the bid prices in 
1Ual meetighe professional market at May 31, 
d Table, yg), In the first column are given (for 
SY THE Nibost of the issues) the comparable 
yotations at Dec. 31, 1959 and in the 
NK finangleond column for Dec. 30, 1960. 
ushed 50 § 2 
re apany 12/31/59 12/30/60 5/31/61 
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>Y to fil Great Am. Life, Kan.” 
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mal Am., Neb 
Natl. Am. Life .... 
Natl. Capital 
. Educators Life .... 
Natl. ee Lite. Mo. 
Cas., Ariz. .. 
Natl. Security, Ala. 





Company 

Natl. Union Life, Ala. 
Natl. Western, Colo. ...... 
Neb. Natl. Life Pin 
New Mexico Life 

No. Am. L. & C. . 
Northeastern Life 
Oxford Life nee 
Pacific Empl. ............. 
Pacific Mut. Life 
+Pacific N. W. Sec. ........ 
Piedmont Southern 
Pioneer Am. Life, Tex. 
Pioneer Life & Cas. .... 
Postal Life 

Preferred 

Pr 


Protective Sec. 
Provident Life, N. D. .... 


Public Savings, Tex. .... 
Pyramid Life, N. C. ...... 
Quaker City 


Secured, Ind. 

Security Am. Life 
Selected Risks 

Selective Life, Il. 
Seminole Life ..... 
Service Life, Tex 
South Coast Life .......... 
Southern Christian Life 
Southern Equitable Life 
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Company 1 
Cc 6% 


S. W. Am. Life 

S. W. Indem. Life. 

S. W. Res. Life, Tex. .. 
Standard Life, Ind. 
Stand. Sec. Life, N. Y. 
Stand. Union Life 
State Capital, N. C. ........ 
State F. & C., Fila. ........ 
State Life, Colo. 

State Life, Ill. 

Sunset Life, Wash. 
Supreme Life, IIl. .. 
Texas Res. Life 

Union Bankers, Tex. 
Union Trust Life 
United Am. Life, Colo 
United Ben. Life = 
United Bonding 

United Fire 

United Founder: 

United Home Life 
United Pacific Corp. ..... 
Univ. Guar. Life, La. .... 
University Natl. Life .... 
Wabash F. & C. ....... sais 
Western Ins. Sec. .. 
Western Res. Life .. 
Western States Life, 
Wolverine 

**Voting trust certificates 
*Free stock 

+Owns Northern Life share for share 
tOffering price 


3% 


James D. Holland, manager of the 
Atlanta group regional office of 
Guardian Life, has been elected presi- 
dent of Atlanta Group Representatives 
Club. 


Variable Annuity Life 
Names Edward Fish V-P 


In Charge of Agencies 

Edward A. Fish has been named 
vice-president in charge of agencies of 
Variable Annuity Life. Mr. Fish has 
been president of Equity Annuity Life 
and before that was vice-president of 
Lincoln Income Life of Louisville. He 
is a CLU and a life member of Mil- 
lion Dollar Round Table. 


Heacock Is President Of 


Twin City Underwriters 

Robert D. Heacock, Northwestern 
National, has been elected president of 
Twin City Home Office Life Under- 
writers Assn. Frank Somers, Minnesota 
Mutual, is vice-president and program 
chairman, and Ann Lofgren, North 
American L.&C., is secretary and 
treasurer. 

Georgia International Life’s paid 
ordinary life volume in May was $6,- 
125,000, a record and the first month 
the company exceeded the $6 million 
mark. 


An average man is... 


... one who is content to stay as close to the 


bottom as he is to the top. National Life is 
happy to say that among its thousands of field 


representatives from coast-to-coast, there is not 


an average man among them. 
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Nw National Radio 
Advertisements Are 
Judged Outstanding 


Spot radio advertisements currently 
being used by Northwestern National 
Life in selected markets around the 
country have been judged the “out- 
standing regional radio commercials” 
of the past year by Radio Advertising 
Bureau, national trade organization. 
Kevin B. Sweeney, New York, RAB 
president, presented a silver plaque to 
John S. Pillsbury Jr., the life com- 
pany’s president, at an award luncheon 
in Minneapolis which jointly honored 
Northwestern National and its adver- 
tising agency, Batten, Barton, Durstine 
& Osborn. 

The radio commercials, with which 
the company began experimenting in 
mid-1960, are built around various 
frustrating though humorous vignettes 
in the life of one of its salesmen. The 
agent, “Frank Carling,” encounters kin- 
dergarten types, teenagers and other 
representatives of the younger set 
when he telephones to discuss the sale 
or service of life insurance with their 
parents or other older relatives. 

Company identity is heightened by 
condensing its name into the letters 
NWNL and setting them to catchy 
music. Each recorded commercial is 
timed at 55 seconds, with the remain- 
ing five seconds of the one-minute 
spot devoted to a “live tag’? which 
identifies one of the company’s agents 
in the particular locality and reminds 
the listener that “you can count on 
him to serve you well.” 

Results in the various markets being 
tested, ranging at present from Pasco, 
Wash., to Little Rock, have been im- 
pressive, and according to Northwest- 
ern National, it has acquired a “strong 
and warm identity.” Audience associa- 
tion of the company and its local rep- 
resentatives “is being achieved better 
than ever before. The commercials 
contain a spirit of good-natured fun 
not normally associated with life in- 
surance advertising, which makes peo- 
ple in the particular market want to 
talk about life insurance with the 
NWNL agent when he approaches 
them.” 


A $2 Million Month 

Charles T. Rothermel Jr., general 
agent for John Hancock at Chicago, 
marked the completion of his second 
year in that position with a “Bat for 
Bud” campaign during May that pro- 
duced $2 million of paid for business. 

The $2 million was all ordinary, no 
group or pension. For the first five 
months, the agency is 20% ahead of 
last year’s production for the compar- 
able period. 
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Kevin B. Swee- 
ney, New York, 
president Radio 
Advertising Bur- 
eau, left presents a 
silver plaque to 
John S. Pillsbury 
Jr, president 
Northwestern Na- 
tional Life, after 
RAB acclaimed the 
life company’s 
radio advertising 
as the “outstand- 
ing regional radio 
commercials” of 
the past year. 
Looking on at 


right is Mason Adams, veteran New York radio personality, who plays the 
role of agent Frank Carling in the commercials. 





Committee Chairmen 
For LIC Announced 


RICHMOND—The following have 
been appointed as standing committee 
chairmen by Life Insurers Conference: 

Advisory, Edwin W. Craig, chairman 
National Life & Accident; attendance, 
Edley Hixson, executive vice-president 
Magnolia Life of Louisiana; auditing, 
Wyatt Smith, vice-president and treas- 
urer Home Beneficial of Richmond; 
business standards, Ashley C. Tobias 
Jr., chairman Palmetto State Life; cre- 
dentials, James D. Renn, vice-presi- 
dent Peninsular Life; laws and legisla- 
tion, J. Lon Duckworth, vice-president 
and general counsel Life of Georgia; 
membership, Ted C. McCullough, pres- 
ident Union National Life of Louisi- 
ana; public relations, John L. Briggs, 
vice-president and director of public 
relations Southland Life; resolutions, 
Y. W. Scarsborough Jr., president 
Atlantic Coast Life of South Carolina; 
statistics, Herman N. Hipp, senior 
vice-president Liberty Life of Green- 
ville, S. C. 

The second quarterly meeting of the 
LIC executive committee will be held 
in Greensboro, N.C., Sept. 15. Host 
company will be Pilot Life. 


J. C. Holliday Jr. New 
President Of Ga. L.&H. 


James C. Holliday Jr., executive 
home office administrator of Georgia 
Life & Health of Atlanta for the past 
year, has been advanced to president, 
succeeding Thomas O. Ward. 

Mr. Holliday was assistant secretary 
and underwriting secretary of Liberty 
LIfe of Greenville, S.C., and executive 
vice-president of Superior Life of Co- 
lumbia, S. C., and of Home Protective 
Life of Greenwood, S.C., before joining 
Georgia Life & Health a year ago. 

Prudence Life of Chicago has been li- 
censed in Colorado. 


Insurers Taking To TV 
In Booming Ad Budgets 


Advertising by all types of insurers 
in TV, magazines, newspapers and 
Sunday supplements increased by 
$19.2 million in the period from 1956 
to 1960. Almost half of the increase 
has been allocated to TV. This is the 
only media that has increased its 
share of the insurance ad dollar since 
1956, the figure rising from 16.9% to 
26.9%. 

Insurers spent $39.6 million in all 
media in 1956 for gross time or space, 
and $58.8 million in 1960. 

In 1960, the top 10 insurer TV ad- 
vertisers on the basis of network, spot 
and total expenditures were: Pruden- 
tial $3,766,861, $26,270, and $3,793,131; 
Mutual of Omaha, $3,036,436, $78,220, 
and $3,114,656; Allstate, $2,790,973, 
$251,650, and $3,042,623; State Farm 
Mutual $948,953, $64,950, and $1,013,- 
903. 

Blue Cross-Blue Shield invested 
$838,100 in spot ads and Equitable 
Society $835,763 in network time. 
Kemper group spent $551,526 in net- 
work time and National Assn. of In- 
surance Agents $288,330 on_ spots. 
Travelers network expenditure was 
$208,678, and spot costs were $38,360 
to total $247,038. National Life & Ac- 
cident completed the top 10 with a bud- 
get of $221,960 for spot TV. 


Managers’ Outing June 20 


NEW YORK—New York City Life 
Managers Assn. will hold its annual 
outing and golf tournament at Bonnie 
Briar Country Club, Larchmont, N.Y., 
June 20. Besides golf there will be fa- 
cilities for cards, darts, tennis, horse- 
shoe pitching and a putting contest. 
No person eligible for active member- 
ship in the association will be permit- 
ted to attend the outing as a guest of a 
member. Dinner will be served at 7 
P.M. 


June 10, 


Elizabeth Fergusonh: 
Elected Insurance 
Librarians Chairm, 


Elizabeth Furguson, libraiian of} 
stitute of Life Insurance, was e 
chairman of the insurance divisig 
Special Libraries Assn. at its ap 
meeting in San Francisco. Libray 
from more that 50 life, fire and ca 
ty companies attended the meeting 

Elected vice- chairman and ¢h; 
man-elect was Richard Luce, Con 
ental Companies, and reelected seq 
tary-treasurer was Kathleen §, » 
wards, Farmers Group. ' 

This is Miss Ferguson’s second te 
as chairman of the _ division, 
served in the post from 1946 to 
In 1952 she was elected president 
Special Libraries Assn. 

In the division’s program, Howardj§” 
Martin, dean of the school of busip 
administration of Golden Gate Colle 
voiced a plea for insurance compar 
to recognize and encourage profesgj 
al status among their personnel, 
Martin, who has developed a full-¢& 
gree program at his college for sg 
dents planning careers in insurang 
called for insurers to accept the 
cept of professional management. } 
outlined a course of training 
achieve professional status that wo 
include insurance specialization plus 
background in the liberal arts ang 
broad business education. 


Librarian In Compapy 


Elmer W. Earl Jr., assistant ma 
ger of planning and research of 
Office Management Assn. moderated 
panel which reviewed the libraria 
position in the insurance company, Mf 
Earl said, “The importance of a he 
office library will have a direct rati 
to the kind of promotional job whid 
the librarian has directed to compa 
executives. If able to convince the 
that the company library will relig 
them of considerable work, save ti 
time and the company’s money, 
library function will be an import 
staff service.” d 

George W. Prevot, Metrope 
Life, discussed job qualifications 
the insurance librarian. The 12 
services of a typical insurance com 
ny library were described by Mal 
G. Lechner, Connecticut General, t 
Dorothy Everett, personnel a 
the University of California, prese 
a study of the salary structure of 
librarian profession. 


American Founders Life he d 
managers’ meeting at Austin | | 


ship in LIAMA were discussed. 
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N 594 Texas 
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N 597 Mid-Atlantic 
N 598 Conn. 
N 599 N. West 
N 600 Ohio 
N 601 Calif. 
N 602 Chicago L/A&H 
N 603 Ohio 
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EXCELLENT LIFE/ACCIDENT AND HEALTH HOME OFFICE UNDERWRITING OPPORTUNITIES 


Salary Range — $5,000-$12,000 
Currently our listings include outstanding Home Office Underwriting positions in all areas 
of the country. Without exception we recommend fhese openings to men in three categories: 
1) Individuals desirous of more immediate income advancement 
2) Men desirous of effecting a position with a medium sized or smaller reputable 
company in which promotional possibilities are clearly defined at the onset. 
3) Underwriters who are willing to or desirous of relocation for advancement or other 


legitimate reasons. 


Mention should be made of the fact that all listings are with well-established financially 
sound operations. It will be advantageous for individuals unwilling or unable to relocate 
to contact us. As stated above good openings exist in practically all areas of the country. 
All of our Company clients pay the entire cost of moving and in a majority of instances 


will pay a part or all of our service charge. 


May we suggest you write for our leaflet “HOW WE OPERATE” —Confidential handling guaranteed. 





INSURANCE PERSONNEL EXCLUSIVELY 





330 S. Wells 


HArrison 7-9040 


Chicago 6, Ill. 
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Who'll support your family if you're laid up? 


melting away—with no end to the 
financial drain in sight. 








ne LInCoIn 


NATIONAL 


ITS NAME INDICATES ITS CHARACTER 


Even if your medical bills ARE paid... what about 
money to meet living expenses, maybe for months ? 


As a breadwinner, you know all too 
well how much cash it takes just to 
meet the regular day-to-day expenses 
of supporting your family. 


These expenses would go right on 
though your pay checks stopped be- 
cause you were laid up by an accident 
or serious illness. And when you’re flat 
on your back, it’s appalling to think of 
bills piling up, your savings dwindling, 
and your family’s hard-won security 


That’s why it’s wise to guarantee your- 
self an emergency income through low- 
cost Lincoln Life health insurance. 


This is a kind of “pay check insurance.” 
If you have an accident, it’ll pay you a 
specified amount every month you’re 
totally disabled. If you have an illness, 
it'll pay you a steady income starting 
as early as 30 days after total disability 
and continuing as long as you’re dis- 
abled, up to age 65. Phone or write the 
Lincoln Life agent near you for details. 


@ 
Life INSURANCE COMPANY 


FORT WAYNE 1, INDIANA 








Group Health Insurance Will Follow Up 
Two-Year Study Of Psychiatric Coverage 


Group Health Insurance, the New The two-year experiment, in which 
York prepaid medical plan which two subscribers were offered contracts with 
years ago inaugurated a pilot study psychotherapy coverage, ends July 1, 
of psychiatric coverage, has just about when the new study will begin. 
completed the first phase of the study Purposes of the new study are: 
and now will carry out a six-month —To study the medical and surgi- 
follow-up project to collect and ana- cal claims of the 76,000 subscribers 
lyze data on a selected sample of the prior to and during the two-year peri- 
76,000 subscribers and dependents in od to see what effect there has been 
the original study. on the demand for medical or surgical 
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treatment, since there is a presump- 
tion among many psychiatrists to the 
effect that psychiatric treatment will 
lessen such demand. 

—To conduct studies with participa- 
ting psychiatrists to discover how 
much more care, if any, patients re- 
ceived without payments from GHI 
after GHI benefits for the program 
ran out. GHI paid $15 of the total psy- 
chiatrist’s fee of $20 for 15 office visits 
for individual treatment, $2 out of $4 
for a 45-minute group therapy session, 
and $6 out of $8 for a 90-minute group 
therapy session, up to a total of $225 
per person. In hospitalization cases, 
















































| Nant for them isn’t the same as others want 

| for their families. Your income, your aims and 
your needs ar= not the same as thse of the 
fellow next door. 


: 
a 


He'll be glad to help you analyze your needs 
for family protection and retirement and help 


if you 
from the handreds CML offers. And, 

wish, he'll work with you through the years to 
keep your insurance constantly in tupe with 
your dreams. 

So talk with a CML man. Let him help-you 
realize tifeiong peace of mind through protec: 
tion end security, made to measure your 
Jiramy , your family —and you. 


Strength » Service > Flexibility 


Connecticut Mutual Life 


ASUKANCE COMPANY > HARTFORD 


it Mutual Life 








fitted by a competent agent. 


INSURANCE COMPANY * HARTFORD 





Millions see these messages 


These are full-color illustrations of appealing children in the midst of 
some recognizable family experience. The text tells the story to family 
heads that life insurance gives the greatest benefits when individually 


That’s the message that America’s best prospects see again and 
again in CML’s national advertising in Time and Newsweek. 


Connecticut Mutual Life 
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which were covered for up iv 39 da 
benefits ranged from $15 to 325 a & 

—To determine from ps vehiatyig 
how many more visits subscribers y,| 
did not receive additional are aft 
their benefits ran out would have 
had their benefits continued 

—To study the medical effectiys, 
ness of the services received. 

—To analyze the limited use of 
and shock therapy during the two. 
year project. 

—To analyze the varying characte. 
istics of the participating Psychiatrig, 
to find out whether this affected 
type of therapy the psychiatrist adopy. 
ed. 


Utilization Maximum 


The new study has the additiop; 
intent of trying to ascertain the may 
mum utilization of psychiatric Cover 
age that could be expected. The an 
swer to this question could be degigiy, 
in determining the insurability of psy. 
chotherapy. One of the findings of tJ 
two-year study is that so far there } 
been somewhat less utilization ths, 
had been anticipated. Some 850 sy 
scribers of the total 76,000 in the study 
received psychiatric care. ‘ 

Arthur H. Harlow Jr., president 9 
GHI, states: “Experience to date i; 
dicates that short-term ambulatg 
and hospitalized psychiatric treatmey 
may well be insurable for the ave agi 
subscriber already covered in a cop 
prehensive group insurance program 

Mr. Harlow also notes that one 
GHI’s early fears, that there might no 
be enough psychiatrists available, h; 
proven unwarranted, at least in th 
New York City area. 

One of the problems the plan fare 
is the substantial differences in utij 
zation among different groups andj 
effect on insurability. Enrolled grou 
with the highest utilization, consisting 
principally of salaried profession 
people, have a utilization record th; 
is five times the average. 

The original two-year study anj 
the six-month extension project is bk 
ing financed by GHI with the assis 
ance of a $300,000 grant from Nation: 
Institute of Mental Health. America 
Psychiatric Assn. and National Asq 
for Mental Health are co-sponsors. 


Sales Clinic Conducted By 


National Life Of Vermont 


A three-state sales clinic for gene 
agencies was held by National 
of Vermont. Producers from six age 
cies in New York and one eachi 
Pennsylvania and Vermont attenié 
the meetings. 

John G. Karnedy, director of 
cruiting, was in charge of the cli 
and led a workshop session on busi 
insurance and headed a discussion! 
the medical market. 

Harris L. Greene, Syracuse attom 
and CPA, discussed aspects of busin 
and professional executive insurali 
Other members of the field force # 
home office personnel participated 
the program. 


















Pay Hike For Nw Mutual Emple 


Some 1,540 home office employe 
Northwestern Mutual will receive 
average 6.7-cent hourly increase, rel 
active to May 1, as a result of an ag 
ment reached by the company 
Associated Unions of America. d 
one-year contract covers all clefi 
maintenance, custodial and restall 
employes. Most, of the employes 
clerical workers, whose salaries 
from $120 to $144 for a 37% hour we 
Increases to other groups avefa 
3.2%. 
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plan fate In Health Insurance selling, it’s quality that makes the difference! 
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rotesim In this period of rapid growth, Paul Revere has retained its record of quality .. . 
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which springs from every phase of its operation. 


America 
onal Assy 


onal And because “insistence on quality” has always been a Paul Revere characteristic, 


ted By never has the Company been willing to sacrifice true quality for quantity’s sake alone. 


nont 


for gene 

tional Li 

een Moreover from quality comes quantity. And that is why Paul Revere has enjoyed a 
t atteni# 


tor ale continuous healthy growth year in and year out. It’s another reason why career un- 
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Security L.4A. Plans 
$12 Million, 30-Story 
HO Building In Denver 


Security Life & Accident has an- 
nounced plans for a $12 million, 30- 
story skyscraper in Denver. 

The multiple-occupancy structure 
will house the home office of the 
Denver-based company and will be 
known as the Security Life Building. 

The new building will have some 
450,000 square feet of floor space and 
will be located in downtown Denver. 


Whe Death 











Security was blocked last year in its 
attempts to build a skyscraper home 
office across from the state capitol. Op- 
ponents felt that the skyscraper, the 
tallest building in the Rocky Mountain 
west, would so tower over the capitol 
that the latter would lose some of its 
glory. 

Burr Betts, president of Security, 
called the site finally selected “the 
best possible location in Denver” and 
termed the building “another perma- 
nent anchor for downtown Denver.” 

Security will lease the major space 
in the building and while no other 
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The “Key to Business Security”, one of many Equitable Life 
of Iowa’s widely acclaimed sales aids, dramatically points up 
the business insurance needs of the sole proprietor, the partner- 
ship, the close corporation and the key man. Equitable men 
know that with the “Key to Business Security”, they can doa 
better and sounder job of selling in this important field. 
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tenants have been announced, large 
department store chains have been 
contacted. Construction is set for Feb- 
ruary of next year with the antici- 
pated completion date in the fall of 
1963. 


Wis. Leaders Pick Levner 


Sidney A. Levner, Prudential, has 
been elected chairman of Wisconsin 
Life Insurance Leaders Round Table. 
Roland Meissner Jr., New York Life, 
Milwaukee, is vice-chairman, and Glen 
J. Mross, Northwestern Mutual, Racine, 
is secretary. 
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Occidental Production 
lub Elects: Two New 
Plans Are Introduced 


The silver anniversary observap 
of Los Conquistadores, Occidental ]j! 
of California’s top production gp 
and introduction of two new policifl; 
highlighted the company’s series y 
three conventions for its 600 x 
leaders from the U.S. and Canada | 

Installed as Los Conquistadores 
ficers were Reuben Schafer, gene, 
agent, Toronto, president; Donald , 
Millar, Taylor agency, Toronto, qualit 
vice-president; Ralph A. Greenvwe) 
Barr agency, Sacramento, A&S vig.§ working © 
president, and Fred L. Booth, Portlang§ than 2 Y 
manager, group vice-president. troduction 

Approximately one third of the leg jth anniv 
ers attended the “Top Club” meeting year. 
at Phoenix-Scottsdale, Ariz., scene gg The pol 
Los Conquistadores’ quarter-centyy§ ype” i | 
celebration. Another third met in Cy, premium { 
cago for the eastern regional conyep.§ shown, aS — 
tion, and still another third met jj Thus, Mr. ' 
Portland, Ore., for the western jaf tial inform 
gional convention. President Horagg holder, aS 
W. Brower was. keynote speaker ,gve obtaine 
each meeting. of the fac 

One of the new policies is life anf of informa 
the other A&S. The life policy, namajf fom parts 
graded premium whole life, is a tem The 
conversion plan with low premiyn§ changes 17 
increasing gradually over a 10-yeyginstance, V 
period. The A&S form, called the busi. option the 
ness overhead expense policy, helps tive to lir 
cover fixed expenses of the bus.qpemium 4 
ness man or professional when he js more favor 
totally disabled. in our pt 

Initial premium for graded premiyn| “ontinenta 
life is approximately as low as annualf ‘ie Payee | 
renewable term. After nine equal an.j at single 
nual premium increases, the ultimate] "@4Y pre] 
premium is the same as for guarantee ¥y 50 doin 
whole life for an age five years les increased. 
than the age attained at the end of th 
10-year premium period. The policy 
is based on the increasing income p- 
tential of most young family-men term 
policyholders, whose needs for life in. 
surance exceed ability to make an out- 
right purchase of adequate amounts 
of permanent insurance. 

The business overhead expense pd. 
icy is designed to assist the profes 
sional man as well as the sole pro 
prietor and business partner in met 
ing business overhead expenses in the 
event of total disability by accident a 
sickness. Some of its features are: 
low, tax-deductible premium, guarar- 
teed renewability and premium waive 
provisions. Also, no house confine 
ment is necessary. 


































———— 


Dallas Insurer, Denver 
Affiliate Consolidate 


Professional & Business Men’s 
Dallas and Professional & Busines 
Men’s Life of Denver have been co- 
solidated through reinsurance, resil 
ing in a combined company with mor 
than $240 million of insurance in fore. 
The new insurer will also have ass 
of $29,367,464 and capital and surplis 
of $6,273,354. 

The Dallas company which W% 
formed in 1955 under the name of Al 
States Life, obtained control of Pr 
fessional & Business Men’s Life i 
1958. It reinsured all the business ai 
assets of Oil Industries Life of Housta 
last year, thereby acquiring $130 mii 
lion of insurance in force. Merger wit 
the Denver insurer will represent ? 
40% increase in ‘total insurance 2 
force. 





mm 4 


American Illinois Life has mové 
its home office to 1515 North Harlet 
Avenue, Oak Park, IIl. 
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Continental Assurance 
Has New Life Series 


A new series of ordinary life pol- 
icies, poth participating and non- 

icipating, has been introduced by 
Econtinental Assurance. According to 





1 Howard C. Reeder, president, “Vital 
ici information on the face of the policy 


‘ninates excess and legalistic lan- 
e; the text has been reduced to a 


minimum and, by judicious use of 
iB color, white space and large type, the 


form is considerably less forbidding to 
the uninitiated policy owner.” 
The policies are based upon the 1958 


18 CSO Table and the company has been 


working on the new forms for more 


‘Bihan a year, having in mind their in- 


troduction as part of the company’s 
50th anniversary being observed this 
il policy format is a “schedule 

” in which all benefits and the 
ium for each benefit are clearly 
shown, as well as other pertinent data. 
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I thus, Mr. Reeder said, all of the essen- 


tial information needed by the policy- 
holder, as well as the company, can 
ye obtained from a quick inspection 
of the face. Heretofore, these points 
of information had to be searched out 
from parts of the body of the policy. 
The new policies also include 
changes in the settlement options. For 
instance, with the retirement income 
option the aim is “to keep it competi- 
tive to limit the chance that single 
premium annuity rates might become 
more favorable than settlement options 
in our policies,” said Mr. Reeder. 
Continental’s approach will be to give 
the payee the benefit of the then cur- 
rent single premium rates, less the al- 
ready prepaid acquisiton expense, if 
by so doing income payments can be 
increased. 
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N.Y.C. Area Training 
Directors Name Azen 


Charles E. Azen, superintendent of 
agencies of Citizens Life of New York, 
was elected chairman of New York 
Area Training Directors Assn. at its 
spring meeting. He succeeds Brian S. 
Brown, assistant vice-president of 
Guardian Life. 

Lawrence W. Jackson, administrator 
of courses of Metropolitan Life, was 
elected vice-chairman, and Alfred 
Cranwill, director of the information 
division of Institute of Life Insurance, 
was reelected secretary-treasurer. 

The program of the meeting included 
a panel on the impact of automated 
procedures in training life insurance 
field personnel. Panel participants were 
Olin N. Apgar, Prudential, Raymond 
E. Hedberg, Prudential, and Gordon 
F. Satterley, regional manager of west- 
ern design and electronics division of 
U. S. Industries Inc. 

A new executive training program 
was the subject of a talk by William 
O. Cummings, director of executive 
training of LIAMA. A discussion of 
term vs cash value life insurance was 
presented by John Gilmartin, manager 
of training aids of New York Life. 


Moves To New Home Oftice 

A breakfast for home office person- 
nel and executives and their wives 
marked the opening of a new home of- 
fice of Harrison National Life of Indi- 
anapolis. The six-year-old company 
moved from its offices in the Merchants 
National Bank Building to the former 
Fidelity Bank Building at 129 East 
Market Street, and it will occupy the 
11th and part of the 10th floors. About 
130 guests visited the new headquarters 
and a buffet lunch was served. 















174 : 
FIDELITY UNDERWRITERS 
WIN COVETED NATIONAL 
QUALITY AWARD 











“In recognition of life underwriting service of high quality, as evi- 
denced by an excellent record of maintaining in-force and extend- 






ing to the public the benefits of life insurance ... “ 
For the 17 years in which N.Q.A. has been awarded, Fidelity 
Mutual Life underwriters have been consistent winners — 8 of 






them for all of the 17 years; 55 for 10 years or more; and 
105 for 5 or.more years. 

In sincere appreciation for the quality service they 
are rendering, we congratulate them on receiv- 
ing this highest commendation. 










Insurance 
Company 


the FIDELITY MUTUAL LIF 


ON THE PARKWAY AT FAIRMOUNT AVENUE ¢ PHILADELPHIA 














A 1960 
record that 
means a lot 

to you 


CAC’s Individual Health Volume in 1960 ran Nearly 
Double Our 1959 Total (And 1961 is running more than 
100% ahead of 1960). 


There’s a good reason why... 


Continental Assurance offers a superior line of policies 
such as .. . Non-Cancellable Income Protection, Guaran- 
teed Renewable Hospital Protection, Guaranteed Renew- 
able Major Medical Protection. 


Find out for yourself... 


. . . how good . . . how salable . . . these contracts are. 
Write for sample Red Line Contracts for your personal 
analysis. 





CONTINENTAL ASSURANCE @ 


Member of Continental-National Group 
310 South Michigan Avenue, Chicago 
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(CONTINUED FROM PAGE 2) 
life underwriter movement. In the 
property and casualty field, there has 
been a corresponding program of edu- 
cation in the chartered property and 
casualty underwriter movement.” 
Presiding at the dedication ceremo- 
ny, which was attended by life and 
property insurance leaders and educa- 
tors from all over the country, was 
Robert Dechert, member of the Phila- 
delphia law firm of Barnes, Dechert, 


Price, Myers & Rhoads. President 
Katharine E. McBride of Bryn Mawr 
College and Rocco A. Odorisio, com- 
missioner of Radnor Township, spoke 
briefly, welcoming the new education 
center to Bryn Mawr. Joseph H. Reese 
Sr. of Reese Consulting Services, spoke 
in his capacity as chairman of the 
Huebner Hall building committee. 

The program concluded with the 
presentation of the new building key 
to Dr. Huebner by E.B. Mitchell, senior 


FieNATIONAL UNDERWRITER 


Honor Huebner At Insurance Ed ucation Center Dedication 


partner in the Philadelphia architec- 
tural firm that designed the building. 

At the dedication banquet that eve- 
ning, Devereux C. Josephs, former 
chairman of New York Life, said the 
educator is in ascendancy “and he 
rides on a broad tide of public approv~ 
al.” He suggested that in view of the 
increasing competition the younger 
generation will face in finding jobs 
“we will need much more education 
and formal training as the future ex- 








from 


personnel. 











Why so many 
brokers prefer 


THE V.V.P. PLAN * 





Great-West Life 


“VERY VALUABLE PERSONS” DISABILITY INCOME PLAN 


Great-West Life’s V.V.P. Plan offers a Company long-term disability benefits for 
key personnel unable to work due to sickness or accident. The plan is underwritten 
on a Group basis, and is therefore less costly. Depending on salary and the number 
of key people insured, income benefits up to $750 a month are guaranteed . . .to 
age 65 in case of accident, and for 5 or 10 years, or to age 65 in case of sickness. 
Companies with as few as 10 employees may obtain this coverage for their key 


Great-West Life has many other advantages too! Here are the most important... 
a wide range of quality contracts; rates that win sales; personal, attentive service 
on every contract; liberal commissions; complete co-operation and open-minded 
assistance from Head Office; plus the fact that Great-West is firmly established as 
one of the most experienced leaders in brokerage business. 


Take advantage of this service today. Call or write your nearest Great-West Life 
Office for complete information. 


The Great-West Life Assurance Company 


HEAD OFFICE - WINNIPEG, CANADA 
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plodes into the era of the 
man.” Mr. Josephs served tle Ri 
hower administration as chairman & 
the President’s Committee on Edy 


pjsioNS, wh 
som 




















tion Beyond the High School. They 
“We have moved from the hjow attitu: 
pressure, often part-time, and not ¢ i 





ly informed agent of an earlier day, 
the analytically-minded, broadly ¢ 
cated, intensively trained, full-t 
career underwriters of today,” he 
“The mere fact that field underwrit 
has come a long way in the journey 
a full profession. is inevitably conne 
ed with the importance placed on e 
cation and training today.” 

Mr. Josephs went on to eXplaiiicc 
how a climate favorable to educat 
occurs. He does not believe that pyfine means 
lic attitudes are changed “by a serjafifor the be 
of men on white horses who mold ,Mhe has nut 
nation, or an age, to their fierce will"Bhas sough 
Instead, “attitudes are brought aboyffpy saying 
by a multiplicity of small and local gafthe way, 
vances, the 
opment, a 
key that fi 


limmerma 














































Boston Estate & Business 
Planning Council Is Born; 
Slate Of Officers Elected Charles 


Boston Life Insurance & Trust Coup, 4 meet" 
cil has changed its name to Boston k.§™ 
tate & Business Planning Coung 
Adoption of the new name and ney 
articles of association occurred at th 
annual meeting. 

Robert B. Whittemore, Connecticy 
Mutual Life, was elected president of 
the newly-named council, succeeding 
Norman C. Hoffman, vice president 
of New England Merchants Nationa 
Bank. Other officers elected wer 
George S. Lawler, Acacia Mutual Life 
Ist vice-president; Donald Smith of 
the law firm of Warner, Stackpole 
Stetson & Bradless, 2nd vice-president; 
Kenneth Howes Jr., Boston Safe De. 
posit & Trust Co., treasurer, and Her- 
man Stuetzer Jr. of the accounting 
firm of Lybrand, Ross Bros. & Mont- 
gomery, secretary. . 

Executive committee members elect- Combin 
ed are Jerry M. Brown of the Dane& Makes ! 
Howe law firm; Robert R. Cave, New} _. 
England Life; Arthur W. Koelbel of Nine aP 
Haskins & Sells, accounting firm; John and three 
H. Linsley, attorney; John J. Fitzgerald, Combined 
O’Brien, Fitzgerald & Co., accounting Stanley 
firm; John F. Cogan Jr. of the Hale &gombined 
Dorr law firm, and Maurice E. Smith adent ow 
of the accounting firm of Waldron ntl 7 
Rand & Co. Robert H. Wood was re ue wi 
elected executive director. John “ 

Speakers at the meeting wer Pan : 
Thomas Dowd of the Boston law fimg*™ " ~~ 
of Hale, Sanderson, Byrnes & Morton; ‘alee . 
Mr. Koelbel; Vernon Mason, attorney, W J I 
and Basil S. Collins, director of ad- litor ia 
vanced underwriting services isieetmen| 
Guardian Life. vetinent 
to Combin 
Frank S: 
ant secret: 


MANAGEMENT = appoil 
aCONSULTANTS J|J 5; 9 
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E. R. Flitcraft, Director 
Insurance Division—Special Services 


* ProFit COUNSELORS, INC. ° 


at 
A 
355 Lexington Ave. OC), 120 S. La Salle St 
New York17,N.Y. Nara Chicago 3, Ill. 
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the mbiions, Which are rooted in relatively 
1 the Rigg pall, somewhat selfish needs and im- 
chairman Mediate satisfactions. The effects of 





> on Edugifaqumerable individual acts are grad- 
ol. They accumulate until we have a 
nN the higlow attitude and a change of direction. 
anc not fiend in the process of readjusting our 












rlier day gpinking, We discover that we actually 
Tozdly ejlhave begun to do something about it.” 
i, full-tigimmis is what has happened to bring 
AY,” he sgfqueation to the prominent position it 





inderwrit 
2 journey 
oly Conner 
ced on ¢ 





has in today’s society. 
Lauding the work of Dr. Huebner, 
ir. Josephs stated that “Huebner Hall 
the symbol of the man who has done 
most in this country to shape the 
surse of insurance by insistence upon 
O educatig&education and research, and it is also 
e that puhfithe means of carrying out his ideals 
‘by a seriafor the benefit of the industry which 
vhO mold ,fhe has nurtured and the public that he 
ierce will"ftas sought to benefit.” He concluded 
ught aboyfiny saying that “the leaders pointed 
nd local dafthe way, the public wanted the ad- 
—————~Hances, the industry needed the devel- 
ness ment, and education has been the 
key that fits the lock.” 
Born; 


cted 


Trust Coup. 
Boston ky. 
& Council 
e and ney 
rred at the 
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Zimmerman Is Toastmaster 


Charles J. Zimmerman, president of 
Connecticut Mutual Life and vice- 
chairman of the American College of 
Life Underwriters, was toastmaster at 
the banquet. He presented Paul F. 
Clark, chairman of John Hancock and 
chairman and life trustee of American 
College, and John A. North, past presi- 
dent and life trustee of American In- 
stitute and chairman of the Phoenix of 
Hartford group. Both paid tribute to 
jst leaders in insurance education 
and to Dr. Huebner. 

Speaker at the luncheon the follow- 
ing day was Erwin D. Canham, editor 
of the Christian Science Monitor and 
pst president and 1960 chairman of 
the U. S. Chamber of Commerce. He 
spoke on world conditions and the na- 
tional economic picture. Mr. Dechert 
acted as master of ceremonies. 
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vers eet. Combined Of Chicago 


1e Daneé Makes 9 Appointments 


a Nine appointments have been made 
firm: John and three retirements announced at 
Fitzgerald Combined of Chicago. 
1ccounting Stanley Bucholz, who has been with 
ne Hale & Combined for 16 years, was named re- 
E « @sident vice-president at Des Moines. 
4 i His territory includes Iowa, Minnesota, 
Nebraska, North and South Dakota, 
Kansas and Wisconsin. 
ng wer John Knapp was promoted from as- 
law fie sistant vice-president to resident vice- 
- Morton president of Combined’s Canadian op- 
attorney, erations, with headquarters at Toronto. 
wr of aif.” J: Nevermann, who has been 
vices al director of real estate and mortgage 
investments for Wisconsin State In- 
vestment Board, has been appointed 
to Combined’s investment department. 
Frank Smith has been named assist- 
|fant secretary and assistant treasurer, 
and appointed office manager of Des 
Moines. Burt Arenson, who has been 
assistant controller, was named as- 
sistant treasurer at Chicago. 
Three assistant secretaries also were 


aldron 
1 was re- 

















‘TES || *pointed: G. D. Warren, Richmond, 
Va; Jack Shumaker, who recently 
. to Was appointed chief accountant, and 


George Carvey, who is also executive 
secretary of the company’s profit shar- 
e Ing program. Arthur Niemann, of the 
sales department, was appointed a spe- 
tial assistant to Combined’s president, 
W. Clement Stone. 

The three retirements announced 
were Edna McCabe, who has been ad- 
Ministrator at Des Moines; Lena Huff, 

has been assistant administrator 
at Des Moines, and Carl Froberg, for- 
merly chief accountant for Combined 
and also assistant treasurer and sec- 
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1 Out Of Five Families 
Can Expect A Costly 
Misfortune, Study Shows 


A serious illness, accident or other 
misfortune, costing an average of $2,- 
000 must be expected sooner or later 
by one out of every five middle class 
families, according to a survey by 
Northwestern National. These figures 
are based on the experience records 
of a sample group of 6,500 policyhold- 
er families who filed written reports 
in the company survey. 

Couples reporting in the misfortune 
survey had been married all the way 
from a few months to 50 years, but 
the average family-life span at time of 
reporting was approximately 18 years. 
Only major misfortunes costing $500 
or more were reported. 

Of the 6,500 families, 22% have had 
one or more such major misfortunes, 
each of which involved direct expenses 
averaging $1,480. Indirect costs aver- 
aging another $550 represented mainly 
income lost by laid-up. wage-earners. 
Illness and/or surgery was by far 
the most frequent cause, accounting 
for 71% of all the financial emergen- 
cies reported, and costing an average 
of $1,800 per occurrence. Automobile 
accidents were the next most frequent, 
accounting for 10% and averaging a 
little over $2,400 in total costs per ac- 
cident. 

Most expensive type of misfortune 
listed was the industrial accident 
which accounted for only 144% of oc- 
currences, but which involved costs to 
the family averaging $5,890 per acci- 
dent. 

Wives were the victims of 39% of 
the mishaps, husbands 32% and child- 
ren 18%. The remainder either in- 
volved property damage alone, or 
happened to dependents outside the 
immediate family. 

Approximately two out of three mis- 
fortunes were covered by insurance. 
Offer Family Accident Cover 

Nationwide Life has introduced a 
family non-occupational accident poli- 
cy that will be marketed for a $15 
yearly premium. The policy provides a 
maximum accidental death or dismem- 
berment benefit of $5,000 for the in- 
sured, $2,000 for spouse, and $1,000 for 
each child. Hospital benefit is $50 per 
week up to five weeks for any single 
accident. 











He Needs Two 
Income Loss Plans! 


A professional man or sole proprietor needs 
two disability income plans. 


One for family living expenses. Another to help pay 
business overhead (rent, salaries, utilities). 


To fill this second need, Occidental introduces a new 
Overhead Expense Plan. It offers these advantages: 


* The low premium is tax deductible. 
* Guaranteed Renewable to 65 (60 for women). 
* No premium increase, except on a class basis. 


This plan bases benefits on business expense, 
rather than on the earnings of the prospect. 
(Thus, his personal plan won’t limit his benefits 
under our new policy. ) 


Without this plan, your client must close up shop 
or pay all his overhead out of his pocket. 
He won't want to do either. 


Ask for details. 


OCCIDENTAL LIFE 


Insurance Company of California 
Home Office: Los Angeles / Earl Clark, C.L.U., Vice President 


We pay Lifetime Renewals...they last as long as you do! 















has steadily increased, with assets 
—funds that are full f 


——Modern Woodmen--hallmark 
of stability ..~<€xperience . .. 
dependability ... service... 


hroughout 78 years of providing life insurance protection to 
the families of America, Modern Woodmen’s financial strength 
now totaling $224 million 
ded for our 








members and their beneficiaries. 





In paying more than $885 million in benefits, 
the Society has maintained its long-established 
record for prompt and efficient service. 


MODERN WOODMEN of America o Home Office o Rock Island, Illinois 
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‘Life Underwriter’ 
Conceals True Role, 
Says ].B. Maclean 


Joseph B. Maclean, author and ac- 
tuarial consultant of Yarmouth Port, 
Mass., who for many years was vice- 
president and chief actuary of Mutual 
of New York, writes: 

In the last paragraph of your edi- 
torial in the May 27 National Under- 
writer you say that the use of the 
term “life underwriter” (for soliciting 
agent) “does not attempt to conceal 





HteNATIONAL UNDERWRITER 


the man’s occupation from the prospect Thus to describe an agent as a “life 
or appear to claim broader duties than underwriter” or a “field underwriter” 
he really has.” I think that, in saying (as is now commonly done) does tend 
so, you are two hundred percent wrong. to conceal the true nature of the occu- 

The duty of the agent is to sell and pation and to claim broader duties 
service as much life insurance as he than are actually possessed. I believe 
can. He has nothing to do with under- that the use of such terms to describe 
writing. No company that I know of an agent arose out of a desire to give 
calls its agency department the “life him a better “status” than he actually 
writing department.” Every company has. I think that is unfortunate and 
has an underwriting officer or depart- that actually he has no need of such 
ment the duty of which is to classify improper and misleading designations. 
risks into their appropriate rating There is nothing to be ashamed of in 
groups. That is what underwriting being a life insurance salesman—quite 
means. the contrary. 








Give ham a ring 


Better phone The Man from Manhattan 


a 7. 
THe Manuattan Lire 24 INsuRANCE CoMPANY 


Home Office: 111 West 57th Street, New York 19, N.Y. 


When you phone 
The Man from Manhattan, 
chances are your problem 1S Over. 


HERE ARE JUST A FEW 
OF MANY WAYS HE CAN HELP: 


When You Need Progressive Underwriting on sub-standard 
risks Through Age 74 (we issue up to 1,000% mortality 
at most ages). 


When You Need Family Income and decreasing term riders 
Through Issue Age 64, standard or sub-standard. 


When You Need Permanent Plans (Ordinary Life, 10 Pay 
Life and 20 Pay Life) To Issue Age 75, standard or sub- 
standard. 


When You Need up to $50,000 Low Cost Insurance on a 
Wife, available under our Family Member rider, with 
children or even if there are no children, and issued 
standard or sub-standard. 


When You Need a Family Member Rider to 
cover minor children of a widow, widower or 
divorcee without spouse (sub-standard issued 
on minor children). 











When You Need a Guarantee of Future Insur- 
ability, issued and exercisable through age 64 
with the guarantee amount actually payable at 
death if it occurs before conversion. Amounts 
available as high as $50,000, standard or sub- 
standard, and at very low cost when Level Term 
Rider is attached to any permanent Manhattan 
policy—old or new. 


Manhattan Life is Famous for its Flexibility, with 
55 policies and 13 riders, not counting the sub- 
standard versions. — 


FOR 


yy. 
Our 2nd Wi Century 


ie 


of NEw York, 





June 10, 













Vt. Health Insurer 
Formed To Do Solely 


Non-Can Business 


BURLINGTON, Vt.—Health In 
ance of Vermont Inc. has been, fom 
here with a capitalization of $314 
The company intends to confi 
business to non-cancellable 
teed renewable disability inco; 
ices. Such policies may have rid 
accidental death and dismembe 
surgical indemnity and _ hospi 
nursing indemnity. 

The company will solicit digs, 
income insurance business from eg 
lished life agents and general jm, 
ance agents who now represent @ 
panies not having this type of egy 
age in their portfolios. It is antiejp 
that the company will initially j 
policies only in Vermont, tho 
may expand to other states later, 

President and chairman is Ber 
H. Zais, who has been an agent, 
Connecticut Mutual Life in Burling, 
for the last 18 years. He is a CLU», 
a qualifying and life member of ¢ 
Million Dollar Round Table, of whi 
he has been a member since 1949, 5 
has also represented Massachuget 
Casualty since 1954 and has deyots 
much of his time to establishing a gis 
ability department in this organi, 
tion He has served as president , 
Burlington Life Underwriters Ags 
national committeeman of the Ve. 
mont association and chairman of th 
Vermont State Leaders Round 
He now is president of the Burlingty 
CLU chapter. Along with his duties 
an officer and director of Health h 
surance of Vermont, he will conting 
to serve his clientele in the life ingy. 
ance and estate planning fields. 

Executive vice-president of Healt) 
Insurance of Vermont is Edmund 
Goldberg. He has had charge of th 
disability department of the Zais o 
ganization. He is a past president oj 
the Vermont Assn. of A&H Under 
writers and in 1959 qualified for th 
“gold award” of the Leading Produce 
Round Table of International Assn. oj 
Health Underwriters. He will be i 
charge of sales for Health Insuranc 
of Vermont. 

Vice-president and _ secretary 4 
Kenneth F. McIntosh, who will bei 
charge of the internal operations ani 
chief administrative officer. Befor 
joining the company he was an insu 
ance examiner for the Vermont ¢ 
partment, with which he was connet- 
ed for eight years. 

Treasurer is Donald M. Spoone, 
who is controller of the Zais organiz 
ion. He will divide time between tk 
new company and the Zais organization 

Hilton A. Wick is clerk, counsel ami 
a ‘director. He is in law practice i 
Burlington. 

Two of the directors are life insuw- 
ance executives—Addison C. Pond, st 
pervisor of mortgages and real estat 
and vice-chairman of the committe 
on finance of National Life of Ve- 
mont, and Paul P. Bristol of Burling 
ton, state supervisor for Berkshir 
Life. 

The two other members of the boat 
are Frederick W. Shepardson and Ha- 
ace U. Ranson, Burlington banking & 
ecutives. 
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Ostheimer Now In Chicago 


Ostheimer & Co. of Philadelphia 
consultants, actuaries and administt 
tors for employe benefit plans, lé 
opened a Chicago office at 111 We 
Monroe Street. : 

The office will be under the directi@# 
of Edward H. Owen, vice-president ati 
consultant. 
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Another Product of 
Berkshire Life’s 


Project One 


Breakthrough! 


BIG NEWS 


JUVENILE 
INSURANCE 
PROSPECTS 


From Berkshire Life, the 
Company that offered the 
first Juvenile plans, comes 
a dynamic all new line with 
unusually low premiums 
based on the 1958 CSO 
Mortality Tabie and a new 
policy pricing system... 
backed by powerful new 
sales aids. 


For the first time Berkshire 
offers full coverage from 
issue for children under 6 
months with the same pol- 
icy provisions adults enjoy. 
Included is an entirely new 
endowment policy for boys 
with a Marriage Option 
giving the privilege of addi- 
tional coverage for twice 
the endowment amount on 
marriage before age 40 and 
insurance on the bride at 
that time, in each case 
regardless of health. It also 
includes accidental death 
benefits, guaranteed insur- 
ability option, and an un- 
usual exchange privilege, all 
at an outlay so low you 
wouldn’t believe it was 
backed by one of the na- 
tion’s oldest, most.reputable 
companies. 


For full details, consult 
the nearest Berkshire 
Life General Agency 


Aynusume LIFE 


INSURANCE COMPANY 


PITTSFIELD, MASSACHUSETTS 


A MUTUAL COMPANY FOUNDED IN 1851 


LIFE, ACCIDENT & SICKNESS, 
PENSION PLANS, ANNUITIES 






Continental Assurance 


Offers 2 New Plans 


Two new types of group life insur- 
ance with a different approach have 
been introduced by the group depart- 
ment of Continental Assurance. One 
provides not only monthly permanent 
total disability income but also pay- 
ment of full face amount of policy on 
death. The other offers an “automatic 
programing” of survivor’s income. 

The new plans are part of the com- 
pany’s effort during its golden jubilee 
year to supply its selling force with 
new competitive tools and to extend 
the range of its services to customers, 
according to Paul H. Rinker, vice- 
president in charge of the group de- 
partment. Both are designed for em- 
ployes in the $4,000 to $7,000 income 


bracket. 


The first, called 


“Double Value 


PTD,” pays by means of a “built-in” 
rider monthly income in the event of 
total permanent disability prior to age 
60 and then pays the full face amount 
of the policy on death. Monthly bene- 
fits under the rider range from $20 a 
month for $1,000 of life insurance up 
to a maximum of $400 for $20,000 of 
life insurance, at a slightly higher cost 
than group life with ordinary perma- 


nent total 
Rinker said. 


Total Of 50 Months 


disability benefits, Mr. 


Payments are made up to a total of 
50 months for all periods of disability 
prior to age 60, or until death of the 
insured. Then on death, regardless of 
the number of disability payments al- 
ready made, the full face amount of 
the policy is payable. Another feature 
of this plan is that while standard 
plans require the likelihood of life- 
long total disability before payments 
are made, total disability is presumed 
permanent under the Continental cov- 
erage after it has existed nine months. 


The “survivor’s income” 


policy is 


different from conventional group life 
coverage offered by the insurance in- 
dustry in two ways, Mr. Rinker said. 
First, under present policies the in- 
sured must request monthly pay- 
ments, or the death benefit will be 
paid in a lump sum. Under the new 
coverage, no such request is necessary, 
as monthly payments are made auto- 
matically as a regular feature of the 


policy. 


Secondly, under standard plans the 
minimum .monthly payment period, 
usually three years, is of such long 
duration that monthly payments on an 
average policy are rather small. Un- 
der the Continental policy, income ben- 
efits are paid for either 12 or 24 months, 
no longer. As a consequence, monthly 


payments are higher. 


Everyone In Act At Quincy 
(Ill.) Life Assn. Meeting 


All members of Quincy (Ill.) Life 
Underwriters Assn. attending the May 
meeting participated in the program. 
Each was given a slip of paper on 
which appeared an objection to buying 
life insurance. Answers to the objec- 
tions were made extemporaneously 


from the floor. 


Harry R. Coles, Metropolitan, chair- 
man of the legislation committee, re- 
ported on some of the legislative ac- 
tivities being promoted by the state as- 
sociation. Action was taken instructing 


the secretary to write Gov. Kerner and 
the state legislators on two measures 
relative to group limits and the agent 
licensing bill being sponsored by the 


state association. 


A “ladies night” is being planned 


for June. 
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“EXCELLENT MOVE DAVIS!” 


=a 





"Smart of you to choose Life & Casualty of Tennessee 


for that reinsurance connection, Davis.”’ 


Thank you, sir. But since L & C has no restric- 
tions on recapture, low rates, and less than 24 hours ser- 


vice in the entire southeast,* there was really no choice.” 


(pny 


Jim Rundle, 
Vice-President, 
Reinsurance Division 











Counsel and Technical Assistance offered new companies. 








Loans are 
handled 
promptly and 
confidentially! 











on 

RENEWAL COMMISSIONS 
Typical 4 Year Loans on Vested 
Renewal Commissions: 


48 equal 
Amount paid Face amount monthly 
a SI 3 EN 
$ 2,000.00 $ 2,554.08 $ 53.21 
5,000.00 6,385.92 133.04 
10,000.00 12,771.84 266.08 


Loans of any denomination are available from 
$2,000.00 to $100,000.00 on a 2, 3, or 4 year basis. 
Unearned Discount refunded fully on prepaid /oans. 


Sewice for life Mnburance Representatives 


Please write or phone us! 


POCCOH HOE OSES OSES EEE ESEEEEEEE SEE EEESESEEEES See eeroeresseccccsseessseeees ° 


LIFE UNDERWRITERS SERVICE CORPORATION 


Security Building « Denver 2, Colorado + Department 1 
Please send me further information, at.no obligation. [_] Gen. Agt. 











(_] Agent 
Name. : 
Company. : 
Address. : 
City. Zone. State. : 

















Pan-American Life 


Alan D. Pinkus has been named 
group manager at Tampa. He has been 





Air Force. 


agents at Palo Alto, Cal. Mr. Tittle and 
Mr. Iverson had been partners there in 
a general lines agency. Mr. Schlager, 


vas lif , had been an agent of Mu- .,. : 
a hospital administrator for the U. S. ar tne FP ok Sake a or eu lines business. 





HieNATIONAL UNDERWRITER 


sion. He will be succeeded as general 
agent in southern California by his 


Changes In The Field brother, Robert S. Winsten. 


Valley Forge Life 
John J. Wunder has been appointed 
regional brokerage supervisor for the 
midwest with headquarters at Chicago, 
where he has been in the general 


United States Life 


Guardian Life California Life Gordon M. Christensen has been ap- 
The Tittle, Iverson & Schlager Larry Winsten has been appointed pointed general agent of a new agency 
agency has been appointed district sales supervisor of the military divi- at Salt Lake City, where he had been 





























To learn anything so well that others seek your 
services and counsel, insures your progress and 
status in your chosen occupation. 

The professional competence symbolized by 
the C.L.U. Key is respected and encouraged at 
American United. Experience has taught us that 
earning and learning go hand in hand in selling 
insurance. We accordingly provide substantial as- 
sistance for our associates who wish to qualify for 


the Chartered Life Underwriter designation. 


no door is barred to 
Professional Competence 


We consider this an important part of Ameri- 


can United’s “Partnership Philosophy.” 








AMERICAN UNITED LIFE INSURANCE COMPANY e HOME OFFICE: INDIANAPOLIS, INDIANA 


ALL ORDINARY LIFE FORMS - FLEXIBLE OPTIONS - LOW NET COST SPECIALS - BUSINESS LIFE INSURANCE - KEY MAN - PARTNERSHIP - ANNUITIES - UNIQUE JUVENILE - 
GROUP LIFE - GROUP CREDIT INSURANCE - GROUP MORTGAGE INSURANCE - GROUP RETIREMENT - PENSION TRUSTS - NON-CANCELABLE DISABILITY INCOME - 
GUARANTEED RENEWABLE MAJOR MEDICAL +» GUARANTEED RENEWABLE HOSPITAL & SURGICAL - SPECIALISTS IN SUBSTANDARD UNDERWRITING AND REINSURANCE 













June 10, lglg 10, 19! 
with New England Life. He has bee, te fu. 
director of Salt Lake City Lite Ung i. w 
writers Assn. poe *° - 

Neil A. Useden has been napppickeY oat 
general agent at Miami. gnager 2° 
que in th: 

bpristi distr’ 





Equitable Of lowa 


James E. Rourke 
has been named 
agency manager at 
Springfield, Il. 

Mr. Rourke en- 
tered the business 
at Springfield with 
Massachusetts Mu- 
tual in 1949, was 
named _ supervisor + 
there in 1953 for J 
Business Men’s As- 
surance, and agen- i 
cy head there in % 
1956 for Occident- James E. Roura i 








































al of California. 
‘A d 


twin F. Comr 


West Coast Life 


Thomas R. Plemmons has been a 





ichn ond, 















pointed district group manager @noser at 
Seattle for the Pacific northwest. ~ [ancy forn 
sn peg piving M 
General American Life funsger of 

Jack G. Mowers 





n City. 1 
has been named a be 
general agent at 
Los Angeles. He is 
the fourth general 
agent to develop a 
General American 
sales organization 
there, under a 
set-up operated by 
the company in 
large metropolitan 
areas. 

Mr. Mowers en- 
tered the business 
in 1949 with Prudential, first workingnager a 
in home office positions. He became afew York. 
agent in 1955 and two years later wall Richard 7 
promoted to division manager fod manage’ 












































Jack G. Mower fichard W 


Prudential. id been a 
7 onnecticu’ 
Lincoln National Jay A. S 


Francis M. Sharkey has been a t Boston, | 
pointed general agent of a new agencg *W 280 


at Washington. Alt 
Zurich American Life | Sid Mur 
his name, ( 


pointed. br 

Robert L. Drevithe agenc 
has joined tk 
company as super: 
intendent of sale 
of a new office # ¢ 
Grand Rapids. kk ol 
has been with 
Prudential, Pettiiune 12-14, 1 
Mutual and & og eg 
cidental of Calf... ang 
fornia. 
















Robert L. Drew 


Northwestern National Pz 22-24, 


* nio, is fe annual, Sh 
Hewitt, manager at San Antonio, ie S-Ace 


linquishing managerial responsibilitié} Wisconsin, 
17-20, 


a Service Guide. 


CONFIDENTIAL NEGOTIATIONS FOR |B Wy,“ 














SALE OF INSURANCE COMPANIES |fBept, 20-22, 

if nual, Sk 

G., Colton\r x= 

m Writers, a 

30 N. LaSalle St. iad Chicago 2, li I "**- = 
Financial 6- ie 
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devote full time to his personal cli- 
ele. He will be unit manager in the 
ikey agency. H. Earl Talbert, unit 
anager at Corpus Christi, will con- 
que in that capacity in the Corpus 
Hristi district agency. 


Home Life Of New York 

yin F. Communale, manager in 
wark development division and 
ysly management assistant at 






been nap 







oWa 

















ies E, i 












ife win F. Communoale Irving M. Stone 
as been jhmond, Va., has been appointed 
manager dunager at Garden City, N. Y., of the 
1west. — Bency formerly at Mineola. 

. Irving M. Stone has been named 
n Life rannager Of a new agency, also in Gar- 






m City. He had previously been a 














G. Mowers 





Richard W. Gastil Jay A. Schlaikjer 


“st workingianager at New York for Mutual of 
became alffew York. He is a CLU. 
S later wall Richard W. Gastil has been appoint- 
inager fod manager at Los Angeles, where he 
had been assistant agency manager for 
onnecticut General Life. He is a CLU. 
al Jay A. Schlaikjer, assistant manager 
been ap. Boston, has been named manager of 
ew agency bnew agency there. 


All American L.&C. 
























Life Sid Murray of the agency bearing 
his name, Corpus Christi, has been ap- 
binted brokerage manager of Texas. 

t L. Drevithe agency, with its home office in 

ined the 

7 as super 

it of sale e 

v office ¢ 

otic] Conventions 

en with 

al, Pettibune 12-14, International Assn. of A&H Under- 


and (¢-§ writers, annual, Waldorf Astoria Hotel, New 
of Cal York City. 

yune 19-21, American Life Convention, medi- 
cal section, Homestead Hotel, Hot Springs, Va. 
Nune 19-30, American Life Convention, Life 
Officers Investment Seminar, Beloit College, 
Beloit, Wis. 


yune 22-24, California Assn. of Life Under- 
and § | writers, annual, Biltmore Hotel, Santa Bar- 


ine 24-29, Million Dollar Round Table, annual, 
Americana Hotel, Miami Beach. 

lune 25-28, Consumer Credit Insurance Assn., 
annual, Sheraton Towers Hotel, Chicago. 


uly 27-29, National Assn. of Life Companies, 
annual, Sheraton-Charles Hotel, New Orleans. 
uly 30-Aug. 5, CLU institute, University of 
Wisconsin, Madison. 4 


13-19, ee institute, University of Colo- 
ler, 


21-23, International Federation of Com- 
Travelers Insurance Organizations 
annual, La Fonda Hotel, Santa Fe. 
%-Sept. 1, National Insurance Assn,. 
ree Sheraton-Park Hotel, Washington, 
yet. 17-20, International Claim Assn., annual, 
We ysoreenbrier, White Sulphur Springs, 
| 20-22, Life Insurance Advertisers Assn., 
ig *Mnual, Sheraton-Dallas Hotel, Dallas. 
pt. 24-29, National Assn. of Life Under- 
eee, annual, Denver Hilton Hotel, Den- 


rept. 25, Fraternal Actuarial Assn., annual, 
Netherland Hilton Hotel, Cincinnati. 





Corpus Christi has other offices 
throughout the state and specializes in 
group insurance. 


Manhattan Life Of New York 


Hugh S. Hughes, 
general agent at 
Little Rock, has 
been transferred to 
Richmond, Va. He 
was formerly gen- 
eral agent of 
Western National 
Life at Hobbs, 
N.M., where he 
had been with 
Southwestern Life. 

Wallace L. 
Adams has been 
appointed brokerage manager at Wash- 
ington, where he had been brokerage 
supervisor of Continental Assurance. 
Before that he was assistant manager 
of Prudential. 





Hugh S. Hughes 


Pilot Life 


Roland E. Wert has been appointed 
group supervisor at Cincinnati. He had 
been with Massachusetts Mutual Life. 


Southland Life 


Edward Starr 
and Franklin 
Blaschke have 
been named man- 
ager and assistant 


manager, respec- 
tively, for the 
company’s newly 


opened ordinary 
office at Los An- 
geles, its second 
in that area. 

Mr. Starr joined 
the company in 
September of last 
year and Mr. Blaschke 
Houston. 





Edward Starr 
in 1958 at 


Massachusetts Mutual Life 

Charles A. Rahmberg, assistant gen- 
eral agent at St. Louis, has been ap- 
pointed general agent of a new agency 
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at Clayton, Mo. He had formerly been 
an agent, staff manager and agency 
manager in St. Louis and Houston for 
Prudential. He was president-elect of 
Houston chapter of CLU and instruc- 
tor in the LUTC there. 


Jefferson Standard Life 


R. R. Morgan, district manager at 
Newport News, Va., has been appointed 
manager at Seattle. 

Robert J. Redwine, supervisor at 
Charlotte, N. C., has been appointed 
manager at Columbia, S. C. He has 


been district manager at Albemarle, 
N.C 


National Travelers 
Paul R. Raines has been appointed 
general agent at Des Moines. He has 
been operating a general insurance 
agency there and is a past president of 
Central Iowa Assn. of A&H Underwrit- 
ers. 


Connecticut General Life 


Stanley A. Ulsh, group representa- 
tive at Bridgeport, and Duane F. Haley, 


Hallmarks of Quality 


(On page 1 of every individual loss-of-time policy) 





This Policy is Non-Cancellable by 
without Increase in Premium to 
the Consent of the Company, 


®) LOYAL PROTECTIVE LIFE 


INSURANCE COMPANY 
“ tain this policy in force until the premium due date Best 


BOSTON. MASSACHUSETTS 
“The Insured shall have the right to maintail, Oi Te without the vo 


the Company and Guaranteed Renewable 
Age Sixty-five of the Insured and, with 
is Renewable Beyond Age Sixty-five. 


A Stock Company Incorporated Under the Laws of Massachusetts 















FIVE 
following age sixty-Gve 










1 To cancel this policy: 
2. To refuse to accept any 
3. To make any increase © 











the Insured has attained age sixty~ 
and sar provisions of Part IX of this policy. 





PERSONAL P 
PROTECTION|| =xPansion program provides openings for qualified General Agents in selected areas. 


1895 Loyat Protective Lire INSURANCE COMPANY 
BOSTON 15, MASSACHUSETTS 















Why not the Top Drawer? 


OPPORTUNITIES COME IN ALL SIZES! There’s one to fit 
every ambition when you know which drawer to open. 


For example, if you possess both ambition and ability (you’re 
ready to build your own agency and you produce $10,000 
annually in life premiums), you won't be satisfied with the 
garden variety of opportunities. You'll look in the Top Drawer 
under JEFFERSON NATIONAL... 


... the company that offers the Master Money Builder, Pass- 
book Savings, and many other great Par and Non-Par plans; 
PLUS the finest Non-Can A & S, a highly competitive Group 
portfolio; PLUS Top Commissions, Bonuses, Office Expense 
Allowances, Vested Lifetime Renewals, Pension Plans, the 
best Home Office support you have ever experienced .. . and 


more! 


E. KIRK McKINNEY, JR. 
President 


of 





Open the Top Drawer! Wire or write: 


JSF ENIRION NATIONAL 


INDIANAPOLIS 4, INDIANA 











“TOP DRAWER” 
OPPORTUNITIES IN: 


Arizona — Florida — Illinois 
Indiana — lowa — Kentucky 
Maryland — Michigan 
Minnesota — Missouri 
Ohio — Pennsylvania 
Tennessee — Virginia 
West Virginia 


fedurance lompiny- 
Washington, D.C. 
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group representative at Hartford, have 
been named assistant group managers 
at their respective offices. 


Colonial Life 

Xen A. Stoner has been appointed 
special representative at Minneapolis, 
where he had been assistant manager 
of Mutual of New York. He will be 
working with Bradford D. Finch, Colo- 
nial’s resident superintendent in Min- 
neapolis. 


STANDARD SECURITY LIFE has 
appointed the Holof-Kirschner agency 


FeNATIONAL UNDERWRITER 


general agent at New York, where it 
has been general agent of United 
States Life. 


LINCOLN LIBERTY LIFE has ap- 
pointed Donald W. Hermanson super- 
intendent of agencies of the Lincoln, 
Neb., division. He was sales director 
of the northern division, also at Lin- 
coln. Robert D. Bradshaw has been 
named general agent at Fort Worth. 


AMERICAN FOUNDERS LIFE has 
opened a Memphis office and named 
William B. Lynn manager. He has also 
been named sales director of the com- 


pany’s newly organized college plan 
division. He had been a general agent 
for Midwestern United Life there. 


WESTERN TRAVELERS LIFE of 
Los Angeles has named Walter Cook 
a general agent at Oakland, Cal. 


PEOPLES-HOME LIFE of Indiana 
has appointed James V. Anderson bro- 
kerage manager in Baltimore. His of- 
fices will be in New York City. 


HAMILTON LIFE—Eugene T. Cul- 
linan has been appointed general agent 
for the Buffalo area. He began in the 





An eleven year calendar of a KANSAS CITY LIFE KEYMAN 


1961 


John A. Utz—-Vi 


ce President President s 


1961 


club. 








1960 


for over 91/2 years. 





ts Club—Number of 















1958 


As a speaker in great d 
writers association and of 
tured at 
the NAL U. 


hers 









1957 


Member of Kansas City Life's App-a-week 
club 512 weeks which means he has writ- 
ten at least one application every week 


lemand by under- 


the 1958 annval Convention of 


1957 


1960 


1958 


he was fea- 

































This and following 4 years a Top Hatter 
(paid for at least one million with Kansas 
City Life in the qualifying year), Featured 
speaker at Million Dollar Round Table an- 








nual convention. 














1956 1956 


This and following five years a 12 time 
“Master Bell Ringer’. The only key man at 
K. C. Life to earn the honor 12 times. 
(Qualified every month of year for 5 years 
by selling a minimum of $50,000 each 
month with a minimum premium of $1,000). 


























First year as a member of Million Dollar 
Round Table. Has qualified each year since. 
First year also to receive National Quality 
Award, an award he has received each 
succeeding year. Vice President—Presidents 
Club—number of sales. 








KANSAS CIUY LIFE 


Home Office / Broad 





atA 


/ Kansas City, Missouri Represented in 41 States and the District of Columbia 













1950 


a keyman at Kansas 
a star member 
r—a valued 





John A. Utz became 
City Life. He also — 

idents Club in that yeo 
ie om Life Keyman for eleven years. 


INSURANCE 
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business with Prudential and mog 
cently has been a supervisor for} 
triot Life. 








Indianapolis Life 







Raymond D. Se- 
baugh has_ been 
appointed a gener- 
al agent at St. 
Louis. 

Lewis Maurer 
Jr. has been ap- 
pointed general 
agent at Hershey, 
Pa. 





Raymond a \ 
State Mutual Life 
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Jock Manni¢ 
Ray S. Wood has been appoin, 
manager at Los Angeles, where he}; / 
been division manager of Prudentig) 
Walter F. Sacko, assistant gene Chester D 
Biinted life 
nctate as 1 

















ne zO 
mtly has b 
op at Cha 
ste he was 
State Fa 
Manhat 
John J. 
McGuirk 
miate COUL 
rge B 
R. S. Wood Walter F. Sack ho Sui 
agent at Washington, has been en the < 
moted to manager there. tary. 
Allin B. Turner, manager of 
New York group office, has been A 
ferred to Tampa in the same capacity 
He has been group manager at Cleve. F. = 





land and is a past president of N 
York City Group Supervisors Assn, F* 
Gerald H. Bushey, group supervisy§” 
at New York, succeeds Mr. Tumef 
Mr. Bushey has been group supervis 
of Continental Casualty. 


Mutual Of New York 


J. W. Urey, : 
mem ber of th 
home office m 
agement Q 
staff, has b 
promoted to mat 
ager at Detroit# 
succeed the 
Bernard V. 
He has _ been 





Cal., 
ington, D.C. 


J. W. Urey 


Equitable Society 

Joseph H. Mor- 
row has been ap- 
pointed field vice- 
president at San 
Francisco for its 
10-state western 
department. He 
succeeds Arthur 
P. Carroll. 

Mr. Morrow has 
been field  vice- 
president of the 
company’s New 
York metropolitan 
department since i 
1958 and prior to that had been ag@ 
cy manager at Rochester and Syr 


J. H. Morrow 





The Oregon department 0 fficed 
have been moved into the state’s nes 
Labor & Industries Building, Salem, 
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Donald 





Republic National Life has been # 
censed in Maine and now is admi 
in 45 states. * 
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Prudential 
stant gene 


— 
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United States Life 


Jock Mannion 


Jack Mannion, 
home office repre- 
sentative for group 
sales and service, 
has been appoint- 
ed regional man- 
ager for New 
England. Before 
joining United 
States Life he was 
with Fidelity Mu- 
tual Life at New 
York. 


Allstate Life 


Chester D. Woolsey has been ap- 
inted life sales director. He joined 
istate as life sales supervisor for the 
thern zone in 1957 and most re- 
Wntly has been serving as sales man- 
wt at Charlotte. Before joining All- 
wie he was Atlanta regional manager 


State Farm. 


Manhattan Life Of New York 


John J. von der Lieth and Francis 
McGuirk, assistant general counsel, 
ye been promoted to counsel and as- 
wiate counsel, respectively. 

George Bentz, manager of the pre- 


nium billing department, 


has been 


> been pnsiven the additional title of assistant 


ger of ha 
been trar 
Ne capacity 
r at Cleve 


‘s Assn, 

) Supervisy 
Ar. Turne 
) Supervise 


York 


’. Urey, 

er of th 

ffice m 

t training 
has beg 
-d to m ; 
Detroit & 








ecretary. 


American United 


fF. Alan Chab has been appointed 
ont of Ne sistant superintendent of agencies. 


He was a general agent, having pre- 


jously been advertising assistant and 


” Kiitor of publications. 


Prudential 
Donald H. Herwehe has joined the 


from assistant general counsel to 


More than 10% of all 
new business written by 
lowa State Travelers 
in 1960 was issued to 
men in the Insurance 
Industry. 


as- 





Since 1880 — 
Accident Insurance at 
Low Cost 








pra Stale Juaveler. 


MUTUAL ASSOCIATION 


Dutron StTaH., President 
DES MOINES 








LIFE INSURANCE EDITION 


Home Office Changes 


sociate general solicitor. He joined the 
company in 1927, became an attorney 
in the law department and later was 
named counsel for the regional home 
office at Minneapolis. 


Lutheran Brotherhood 


Herbert Mohr has been appointed 
assistant vice-president in the invest- 
ment department. He has been with 
the fraternal for the past 25 years. 

Rev. Carl W. Segerhammar, vice- 
president Augustana Lutheran Church, 
Los Angeles, has been named to the 
board. 


Metropolitan Life 


H. Powell Yates, assistant vice- 
president in insurance relations, has 
been named 3rd _ vice-president. He 
joined the company as an attorney in 
the law division and became assistant 
general counsel in 1951. 


Franklin Life 


Donald H. Herwehe has jointed the 
company as claims director. He was 
claim supervisor of Bankers of Iowa. 


MONTICELLO LIFE of Chicago has 
appointed Gene Gassaway assistant to 
President John deP. Hansen, and he 
will be in charge of completing capital- 
ization of the company. Mr. Gassaway 
heads an investment consulting firm 
at Lufkin, Tex., and has helped finance 
a number of life companies in the 
south and southwest. 


MUNICIPAL of Chicago has ap- 
pointed Howard H. Kluver  vice- 
president and agency director. He was 
director of research and development. 
New assistant agency directors are 
Thomas J. Savage and Elwyn R. 
Jacobs. Mr. Savage will continue as 
manager of the public service agency, 
and Mr. Jacobs will retain his field 
service responsibilities. 


HARLEYSVILLE LIFE, new affil- 
iate of the Harleysville group of com- 
panies, has named E. Ernest Johnson 
life underwriting manager. He has 
been supervisor, underwriting policy 
forms, of Life of North America and 
before that was with American Uni- 
versal. 


BENEFICIAL STANDARD LIFE has 
appointed Dr. Harry Brodsky medical 
director. He has been practicing inter- 
nal medicine at Los Angeles and has 
been affiliated with the company since 
1954. 


DETROIT MUTUAL has named 
Willis D. Butler manager of sales. He 
has been a staff manager in the Flint 
office since 1957. 


SELF HELP MUTUAL LIFE of Chi- 
cago has appointed George C. Logie 
agency secretary. 





Des Moines Life & Casualty, 
has moved to new quarters in its 
completely remodeled building at 1915 
Grand Avenue. The company which 
had specialized in hospital, medical 
and surgical insurance was recently 
granted a life insurance charter, the 
second such charter granted in Iowa 
in the past 16 years, and the third in 
more than 30 years. 


Pilgrim National Life of Chicago has 
been licensed in Indiana. 


ne 
MARIS...JOE SALESMAN'S AIDE de CAMP 
ee 


“No, not an inheritance . .. just a bonus from Anico’s P.P.O.L. It’s 


selling like crazy.” 
Anico’s Preferred Premium Life Policy is low in net cost, has a larger 
early “savings” element than usual life plans, and a higher life 
income guarantee at 65 option. A “top” seller, one of Anico’s com- 
petitive plans. (Top commissions and vesting too.) 


iN S UR A NC CE 


HOME OFFICE: GALVESTON, TEXAS Stace coe 





Openings everywhere in territory for Representatives, Brokers and Special Brokers. 
Inquiries will receive prompt, confidential replies. Address: Coordinator of Sales. 
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Entering Our Second 
Half-Century of Service 


With a continuous record of growth through service to policy- 
holders and agents during our first fifty years, Illinois Mutual Life 
and Casualty Company looks forward confidently to a second 
half-century of progress and success. 

Illinois Mutual has a complete portfolio of quality Life, Dis- 
ability, Income, Hospital and Major Medical insurance issued on 
both individual and group basis. 


Join a growing, progressive 
industry leader providing 
security for its policy- 
holders and financially 
rewarding careers for its 
agents. Ask about Illinois 
Mutual’s two new non- 
cancellable and guaranteed 
tenewable disability policies 
with life-insurance-like 
high first year commissions 
yet with liberal A & S-like 
renewal commissions. 


Protecting your future 
is our tradition 


ILLINOIS MUTUAL 
Life and “Casually “Company 


HOME OFFICE, PEORIA, ILLINOIS * E. A. McCORD, PRESIDENT 
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meeting they would undoubiedly }, 


NAIC Defers Many Issues At Philadelphia Annual Meeting had an answer to the only int 


(CONTINUED FROM PAGE 1) cial official job of beating the drums to do much good would be a major in- Social activities, especialiy fop 





General Life decision that will permit Tribe of Real Indians. might hardly be feasible. ; to do in lieu of watching the proes 
the big life companies doing business The Connecticut General decision This uneventful meeting is being ings, and a commissioner unatte, 






iates, and the absence because of his ket, but people here don’t see much ized atmosphere. Many comments sight. 
sudden death of Ed Ackerman of the action in the near future. Connecticut have been made about the near per- Sam Beery of Colorado noted ig 
Weekly Underwriter. Mr. Ackerman General may buy a company, but the fection with which the meetings, the presidential address that insurang 










ance to his credit and he was one of decisions to make before they go into a dled. Had the arrangements committee still regulated by the states. But, 


ings. In former years he held the spe- chase a fire-casualty company of a size Stratford a week or so before the its own purpose if it proposes to py 
ulgate more and yet more regulat 
into what is now one of the most hj 









all reflecting the same concern. 
This year NAIC has made three j 
novations, Mr. Beery reported. A py 


state licensing authorities of acti 

taken on suspension or revocation ¢ 

F R Mi agent licenses in a home state so ani 
dividual whose license has been sy 








method has been adopted for welcon. 
ing new commissioners to NAIC anj 
giving them an introduction to the a. 
sociation and its objectives; and NAIC 
has for the first time held deliberatioy 
in conjunction with the consume; 
committee. 


Seeks Industry Comments 

Director Gerber of Illinois, presiding 
at the meeting of the variable annuity 
and pension plan funding subcommit 
tee, announced that the commissioner 
had no agenda, but because the sub. 
ject of variable annuities is becoming 
more and more an issue, any comments 
from industry would be welcome. 

This was the signal for Robert Crich- 
ton of Variable Annuity Life to state 
his arguments on regulation of varia- 
ble annuities as they are proposed to 
be sold by United Variable Annuities 
Fund and United Variable Annuities 
Trust. He explained that these organi- 
zations have filed with SEC for the 
nationwide sale of variable annuities 
that would offer no guarantees as to 
results, mortality or expense. The ab- 
sence of guarantees on mortality and 
expense, it is contended, make this 
type of variable annuity exempt from 
insurance department regulation, but 
said Mr. Crichton, the public interes 
and the interest of preservation of 
state regulation require “this type of 
insurance scheme” to be regulated just 
as other insurance is regulated. He 
urged the commissioners to “recogniz 
this proposal for what it is,”—a pod. 
ing of mortality subject to state reg- 
ulation. — 

Variable Annuity Life has filed a 
protest with SEC on the score of Unit- 
ed Variable Annuities Fund using the 
words variable annuity as implying @ 
degree of regulation by the states 
which at the same time it is argued 
shouldn’t exist. 

George Johnson, executive vice 


ACTUARIES 


DONALD F. CAMPBELL 


Consulting Actuary 
Suite 2011 
139 N. Clark St. Chicago 2, Ill 
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Since 1886 . . . three-quarters of a century of 
growth and progress . . . North American has 
attained the enviable position as one of 
America’s oldest and soundest insurers. 

North American’s sharp growth pattern over 
75 years is etched in sales success. Perhaps you 
are the General Agent seeking sales success. 
If so, write: 
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THE NORTH AMERICAN COMPANY 


FOR LIFE, ACCIDENT AND HEALTH INSURANCE 
209 S. LASALLE STREET +* CHICAGO 4, ILLINOIS 










Operating in 48 states and the District of Columbia 
















non-NAIC matters—the Connecticut for the gatherings of the Paumunkey vestment; for a mutual life company it ladies, give the conventioneers pap 






in New York to buy fire-casualty affil- gave a lift to the insurance stock mar- conducted, however, in a well organ- for breakfast, lunch or dinner is a pa 








had nearly 40 years of NAIC attend- other big life companies have many preparations, all the details are han- the last vestige of interstate comme 


the best known figures at these meet- venture of such proportions. To pur- been allowed to get in the Bellevue cautioned, this regulation “can doi 


pended or revoked cannot cross inj an 
oo otincr state and resume operations 





















regulated businesses in these Unipa. 


States.” 

The possibility of federal regula 
or dual regulation is an old one, wr 
Beery said, underscoring his point py 
50 years ago and each 10 years sjpiMet 
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doub ‘edly } 


only irrites gdent United Variable Annuities 


‘nd, called attention to the fact that 
<than 20% of all variable annuities 








ecial | p : 2 : 

rs oneal ant were written by life companies. 

ig the p Meiney were originated by pension 
e OCe : : - 6 

1er Unattemusts An annuity isn’t insurance, Mr. 






wnson declared, but a life company 
Me wy sell it. Even in the case of life an- 

, more of those in existence 
sre generated outside insurance than 
nit. BY omitting guarantees, an an- 
wity is not subject to insurance regu- 
tion, although, Mr. Johnson noted, it 
%. fully regulated, as are mutual funds, 


linne b is a 
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tates. But, 
m “can def 

























moe by the SEC and the state blue-sky 
1€ most iggpanmissions. , 
these i Some support for Mr. Johnson’s po- 
lk ion was offered by Milton Ellis of 
ral regu ¢ropolitan Life, who remarked that 
old on “she didn’t say something there might 
his poe fe a misunderstanding of his compa- 
“addresses ys stand. 
) Years singgwetropolitan Opposes Sale 
sie ‘ Metropolitan Life opposes the sale of 
Tee inf siable annuities by life companies, 
a A Ht Mr. Johnson intends the sale of 
O advise 4) hem by a non-life company. Mr. Ellis 


in of Actafsid it is reasonable for a mutual fund 
evocation qf, yse a pay-out system with a mor- 
ate so an infsity table as a tool. Just using a mor- 
s_been su ality table doesn’t make it a life com- 
t cross intifany operation. He mentioned several 
per mutual funds which use this means of 
Or Welcon. providing a pay-out without subject- 
themselves to insurance laws. 
i to the a. Such plans should be regulated, Mr. El- 
+ and NAIChis said, but he wondered if the state 
leliberations insurance departments are the place. 
Consumes§ithe departments needn’t play every 
instrument in the band—some regula- 
tion can be left for others. If no risk is 
assumed by a mutual fund it assumes 
no true insurance function. 
Richard J. Congleton of Prudential 
tok the other view. Many private 
trusteed pension plans have sold vari- 
able annuities without insurance de- 
partment regulation, he admitted, but 
that doesn’t make it right. But now the 
industry is confronted with a large or- 
ganization that plans to sell individu- 
al variable annuity contracts without 
supervision of its actuarial or mortality 
features by competent regulatory 
quthorities. Insurance departments, 
which admittedly can’t play all the in- 
struments, have done well in the actu- 
arial and mortality fields. No new bu- 
reau need be set up separately to reg- 
ulate these special activities. 
B.M. Anderson of Connecticut Gen- 
eral Life commented that the United 
Variable Annuities plan is the writing 
of annuities and should be regulated. 
SEC is not strong in annuity regula- 
tion but the state insurance depart- 
ments are versed in it. He supported 
Mr. Congleton. Commissioner Scott of 
Alaska asked about the difference be- 
tween United Variable Annuities and a 
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regular annuity. Mr. Crichton said 
United Variable Annuities will make 
payments for the life of the annuitant, 
just as does a regular annuity, but the 
amount of the payment is not guaran- 
teed. If the annuitants live too long 
the burden falls on the annuitants 
themselves rather than on stockhold- 
ers of a stock life company or policy- 
holders of a mutual. 

John Spillane of Paul Revere Life 
asked Mr. Johnson what he would call 
his variable annuities if VALIC’s suit 
with SEC is successful. So far, no sub- 
stitute terminology has been devised, 
Mr. Johnson replied. He pointed out 
that life annuities are older than life 
insurance. 

Bernard Stone of Mutual Benefit 
H.&A., speaking as a former Nebraska 
director, said this plan looks to him 
like tontine in reverse. He compared it 
with unincorporated mutuals, where 
new members must be obtained regu- 
larly or the plan topples of its own 
weight. All this discussion produced 
the suggestion from Horace Baker of 
John Hancock that the subcommittee 
study this question. 
pany annual statements dealing with 
conflict of interest was approved by 
the special subcommittee of the blanks 
committee. It reads: 

“Has the company an established 
procedure for disclosure to its board of 
directors or trustees of any material 
interest or affiliation on the part of 
any of its officers, directors, trustees, 
or responsible employes which is in or 
is likely to conflict with the official 
duties of such person?” 


Make Existence Known 


The subcommittee, headed by W. 
Harold Bittel of New Jersey, also is 
recommending that the NAIC execu- 
tive committee make known to all 
companies the existence of the new in- 
terrogatory as soon as possible. The 
idea is to get the companies on notice 
before the statements are printed so 
that appropriate action can be taken 
beforehand if necessary. 

William R. Shands, Life of Virginia, 
asked Mr. Bittel whether a company 
could answer the question affirma- 
tively if there is a state law on the 
subject. Not unless the company itself 
has an established procedure, Mr. Bit- 
tel replied. 

F.J. Marryott, Liberty Mutual, speak- 
ing for the 16-man all industry com- 
mittee which worked with the sub- 
committee, said industry had five 
points to make in connection with the 
report: 

—Industry takes no exception to the 
proposition that the subject of conflict 
of interest should receive attention. 

—Industry believes the annual 
statement blank should be confined to 
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This slogan describes to the 
public the important service 
of this important life insur- 
ance company. 

It also describes the atti- 
tude of the company toward 
the career aspirations of its 
agents—a planned approach 
combining security with op- 
portunity. 

Every man doesn’t fit this 











planned security! 


career pattern, but you might. Drop us a 
line and find out, won’t you? 
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a recital of a company’s financial af- 
fairs and not contain a set of interrog- 
atories of this nature; but in the ab- 
sence of a better place for this quest- 
ion does not wish to make an issue of 
it. 

—It would be preferable merely to 
ask whether a company has a policy 
on conflict of interest rather than to 
ask about a full procedure. 

—tThe actual form of the question is 
more sweeping than necessary, but ex- 
pecting some latitude on the part of 
the states in dealing with the issue, in- 
dustry raises no formal objection. 

—Industry will study the SEC dis- 
closure requirements as minimum 
standards (as recommended by the 
subcommittee) and report later on the 
possibility of adopting them for insur- 
ance. 

The credit life and credit A&H model 
bill legislation subcommittee noted the 
addition of seven states to the model 
bill fold: Arizona, Indiana, Maine, Ore- 
gon, Utah, Washington and Wyoming. 
The bill is pending in Iowa, Minnesota 
and Missouri. 

The subcommittee on regulation of 
advertising heard a resume by C. C. 
Frazier of Health Insurance Assn. of 
the status of the Travelers Health case. 
The 31 states having adopted the NAIC 
advertising rules were given due rec- 
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ognition, and note was made that some 
of the other states have “other” rules 
or statutes governing insurance adver- 
tising. 

Industry comments were requested 
by the subcommittee looking inte the 
feasibility of guaranty funds. So far, 
this subcommittee has determined that 
six states have workmen’s compensa- 
tion guaranty funds and two have them 
for auto. Whatever expression can be 
obtained from industry will be incor- 
porated in the subcommittee report in 
December. 

The subject of over-insurance is still 
under study. The subcommittee han- 
dling the topic has yet to receive re- 
ports from industry, and so will await 
these before taking action. 

Of the 21 subcommittee meetings 
scheduled for Monday, only about four 
ran the course of the time alloted to 
them. A few were cancelled for lack 
of anything to do, one was called off 
because the chairman was out of office. 
Home Office Underwriters Institute 
Adds Three Companies To Roster 

Three companies have been admit- 
ted to membership in Institute of 
Home Office Underwriters. The new 
members are Kenessaw Life & Acci- 
dent, Massachusetts Mutual and Mer- 
cantile Security Life of Dallas. 
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$6,000 in United States Life first-year 
commission credits will qualify you to attend 
the San Juan convention with expense 


reimbursement. See your General Agent 
today for details. 


LIFE—PAR AND NON-PAR, ACCIDENT & HEALTH, and GROUP, 


FOUNDED 1850 


INSURANCE COMPANY IN THE CITY OF NEW YORK 


125 Maiden Lane, New York 38, N. Y. 
THE OLDEST STOCK LIFE INSURANCE COMPANY IN AMERICA 




















LIFE GENERAL AGENT OPPORTUNITY 
for CAREER 


agents and generai agents who meet the following requirements: 










* Self starting and a desire to run your own business. 
* Aggressive, ambitious and with good references. 





* Over 27 years of age. 





* Personal or agency Life production of over $500,000 in 1960. 
* No previous management experience necessary but helpful. 
’ : 
Central Standard’s New Expansion Program 
brings to you: 


® Experience and prestige of a sound company founded in 1905. 
Agency minded company. 


Top agents and General agents commission. 
New audio-visual program. 
New, modern, well merchandised policies. 






Complete line of Health Insurance. 
Life (of policy) vested renewals. 


Ideas, flexibility, service, competitiveness and quality. 
Contact: HAROLD E. STOUT 


Vice President and Director of Agencies 


CENTRAL STANDARD LIFE 


Founded 1905S INSURANCE COMPANY 
211 W. Wacker Drive Chicago 6, Illinois 


CARL A. TIFFANY, President 
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COLONIAL LIFE WRITES BOTH... 





















PARTICIPATING 
AND 
NON-PARTICIPATING 
LIFE INSURANCE 


¢ Generally Lower New Non-Par Policy Rates 

e Adoption of New 1958 C.S.O. Table 

¢ Continuous Grading of Premiums by Size (Flat Policy Fee) 
e Lower Rates for Accidental Death Benefit 


¢ Disability Waiver Benefit Extended 5 years 


Males: to Age 65 
Females: to Age 60 


= Colonial Life 


18 97 INSURANCE COMPANY OF AMERICA 
Home Office: East Orange, New Jersey 


Affiliated with Chubb & Son Inc. 


through ¥ederal Insurance‘Company 
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Decision Reversed In Conn. General Suit 


(CONTINUED FROM PAGE 1) parent, unless the subsidiary is useg 
right to explore possible interest in a cloak to cover some fraud or illegal 
other lines of insurance, it represents On this issue, the majority agrp 
a victory for all those interested in the with the dissenting opinion, which « 
preservation of state regulation of in- the superintendent may not presupy 
surance. If state regulation is to sur- without justification that Connecti. 





vive, New York (and other states) can- General will utilize a fire or cas at 
not regulate out-of-state insurance subsidiary as a mere agent or tool 


companies as to matters wholly unre- evade the provisions of sections 42(3) 
lated to the protection of the citizens and 193(2). 
of the state.” bound to assume that any Connecticy, 

The decision would appear to be fi- General fire and casualty subsidignihst 
nal since it was handed down by the would conduct its business as an ip 
state’s highest tribunal and no ques- dependent corporate entity. The com. 
tions of federal law seem to be in- pany is seeking to improve its competi. 
volved. The department, however, tive position and this does not me 
could request a reargument of the case the superintendent argues, that Conner. 
in the court of appeals if it should find tjcut General desires to engage in the 


The court said it , 


any legal basis for one. A spokesman fire or casualty insurance business, 


for the attorney generai’s office, which No public policy would be offendg 
represented the department through- by the acquisition, the court found, 
out the initial court action and the two Connecticut General’s admitted 
appeals, told THE NATIONAL UNDERWRI- capital and surplus are apparently suf. 
TER that it was too early to decide what ficient to insure against insolvency andi, 
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future court action, if any, lay open to to protect its policyholders in Neyeing stocl 
the department and whether it would York. Thus cases cited by the departIrer so long 
request a reargument. ment for the proposition that a parentlbnts which 
Four-To-Three Decision subsidiary scheme may not be em-Byestment 1i 


The court, in its four-to-three deci- 
sion, made it quite obvious that it drew 
the line between Connecticut General’s 


; . : court. 
simply owning controlling interest in a 


fire and casualty company and its en- Control Permitted 
gaging in the fire and casualty business In the decision, the court noted that 
itself. The court said if the time ever sections 42(3) and 193(2) were enacted 
comes when Connecticut General, as part of the 1940 recodification of the 
through the guise of a subsidiary, ac- insurance law and reiterated busines 
tually engages in the fire and casualty limitations in prior laws. Like thei 
business, then it would be time enough predecessors, they make no mention of 
for the department to refuse to renew subsidiaries or investments. At no time, 
the company’s license to write life busi- said the court, either before 1940 or aft. 
ness in the state. er have the business limitations see. 
Since it decided in favor of Connecti- tions referred to the type of invest- 
cut General on both counts of so- ments a particular kind of insurance 
called “business limitations” and of in- company is entitled to make. In fact, 
vestment limitations of the law, the until the superintendent ruled against 
court said it was unnecessary to con- Connecticut General’s decision to buy 
sider the questions of equal protection a fire and casualty subsidiary in 195 
of the laws and due process of law, two and 1958, the statutes for over 50 years 
other points on which Connecticut Gen- have been interpreted by the depart- 
eral had argued. ment and the industry as permitting an 
As to the possibility of Connecticut insurance company to acquire control- 
General violating sections 42(3) and ling stock interests in other insurance 
193(2), the business limitations of the companies engaged in other forms of 
insurance law, if it acquires control of insurance business. 


ployed to defeat and evade a canon offectic comy 
public policy found in a regulatory stat. 
ute were deemed not relevant by the 
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a fire and casualty subsidiary, the court The court added that in 1939, at the subsidiaries. 


held that it was consistent with settled time of recodification, there existed 4|™* : 
including Aetna Life and )dlon wen 


rule that a subsidiary corporation may ‘fleets’ 


engage in a business forbidden to its Travelers, comprising 231 separate in- 
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SANFORD F. GILBERT 
Director of Agencies and Field Activities 





FIELD OPPORTUNITIES NOW AVAILABLE! 


Since 1877, we have been offering benefit membership with low- 
cost insurance protection. NOW, Royal Arcanum (one of the oldest 
Fraternal Benefit Societies in the U.S. and Canada) is undertaking a 
giant expansion program. We are looking for aggressive fieldmen 
who would like to grow into their own agencies. 

We offer an attractive FIELD REPRESENTATIVE'S CONTRACT with a 
HIGH commission scale, vested LIFETIME renewals, bonus for persis- 
tency, and a proven portfolio of modern certificates. Your territory may 


Apply only if you are a self-starter. Write about your background to: 





AN INTERNATIONAL FRATERNITY it PROVIDING FAMILY PROTECTION 
BOX 392, BOSTON 1, MASSACHUSETTS 


Operating in: Calif., Colo., Conn., D.C., Fla., Ga., Ill., Ind., lowa, Me., Mass., Mich., Minn., Mo., 
Nebr., N.H., N.J., N.Y., N.C., Ohio, Ore., Pa., R.I., S.C., Tenn., Utah, Va., Wash., Wis., and Canada 
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vance companies. These _ so-called 
| is were Made up of a number of 
f qpanies each writing different kinds 
jgsurance that was forbidden to its 
1S Used almjiates. The superintendent himself 
* illegalipfently endorsed such arrangements 


ity agrewiia has pointed out their beneficial 
Which gaiayres (1958 Leg. Document No. 115, 
resuppowi I-A page 96a). The department 
ONNECticyffie continued to license the companies 
r Casualpm these fleets since 1940, and the var- 
OY tool tls companies owning controlling in- 


Ons 42(/frest in the subsidiary companies car- 
1 it wadbdng on a different type of business. 
nnecticuf accordingly, the court said, it is 
Ubsidianfigite clear that the business limitations 
AS an infietions were not designed nor inter- 
The com fted to prohibit investment in com- 
COmpeti.anies writing a different type of in- 
: Ce yrance. 

t 

ge ‘inte sstment Limits Question 

ness. Turning to the sections on invest- 
Offendejfent limitations of the insurance law, 
rt foundfije court said that section 90, which 
od sently regulates the investments of 
tly suf-By-of-state insurers, does not inter- 
ency andre with the acquisition of a con- 
In Newiulling stock interest in another in- 
> depart-fkver so long as it has sufficent invest- 
a Parent-fents which comply strictly with the 
be em-fvestment limitations imposed on do- 
Canon offestic companies (admitted assets) 
tory stat-nd a sufficient surplus to policyholders 
t by thefoking solely to such admitted assets. 
The court said that while it is true 
mat domestic life companies are and 
have been limited as to common stock 
investments and are prohibited from 
btaining controlling interest in other 
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Dosa prporations, since 1906 such restric- 
ke their tion have not been imposed on foreign 
ntion of fmpanies. In 1906 and 1907, respectiv- 
no time ly, Travelers and Aetna acquired con- 
0 or aft. falling stock interests in fire and cas- 


ons. see. plalty companies. The 1939 recodifica- 
invest. (42 left the earlier investment limita- 
tions sections virtually unchanged. 
The superintendent’s interpretation 
of 1958, the court said, would deny to 
to buy foreign life companies the privilege of 
in 1955 investing in fire and casualty subsid- 
50 years aries after Oct. 17, 1958. No statutory 
depart- authority exists for that position, re- 
tting an grdless of the construction given to 
control ¢levant insurance law provisions. 
surance Ideed, the court pointed out, Trav- 
orms of fers and Aetna continue to be licensed 
thugh they control fire and casualty 
subsidiaries. They obtained these in- 
terests prior to 1940, when the recodifi- 
cation went into effect, but recodifica- 
tion did not substantially alter existing 
law. Nor is there anything legally sig- 
nificant about the superintendent’s 
Oct. 17, 1958, date to justify its use as 
acut-off date. If Travelers and Aetna 
were entitled to invest in fire and cas- 
walty subsidiaries prior to 1940 or prior 
to Oct. 17, 1958, they are still entitled 
toso invest, as is Connecticut General, 
the court concluded. 
a The majority decision noted that no 
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en sound explanation has been given by 

the department for permitting foreign 
e fire and casualty companies to invest 
, in life subsidiaries, despite business 
s- | |limitations statutes, while forbidding 
ay foreign life companies to invest in fire 


and casualty subsidiaries. The possibil- 
ity of a life parent depleting the assets 
0: for the benefit of its less stable fire 
and casualty subsidiary is no greater 
than the reverse situation. 

Since there was no recognizable basis 
for forbidding the investment, the stat- 
ute should be construed to allow the in- 
vestment. The investment proposed by 
Connecticut General is in accord with 
standing practice in the industry; 
the admitted assets of the company 
seem to be sufficient; and the super- 
intendent’s interpretation would tend 
unduly to interfere with the internal 
org of a foreign company, the court 
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Seeks SEC Ban On VA Mutual Fund Name 


(CONTINUED FROM PAGE 1) 
designed for the purpose of accumu- 
lating amounts to be applied toward 
providing a retirement income, where- 
as in fact no such feature exists,’ the 
life company application says. “Except 
for its fanciful designation, the fund 
differs in no essential respect from any 
other open-end mutual fund. The pur- 
chaser of shares in the fund has com- 
plete freedom to sell or redeem his 
shares at any time and is under no ob- 
ligation to apply such shares toward 
the purchase of a so-called ‘variable 
annuities’ contract offered by the 
trust.” 

Objecting to the use of “variable an- 
nuities” in the name of the trust and 
the designation of trust contracts as 
being deceptive and misleading, the 
Variable Annuity Life application says 
the trust proposes, without being sub- 
ject to state insurance regulation, to 
engage in the business of issuing con- 
tracts for payments depending upon 
life contingencies and would use the 
term “variable annuities.” 


Always Regulated As Insurance 


“Heretofore, life annuities, including 
variable annuities, have been offered 
commercially to the general public 
only by companies subject to compre- 
hensive state insurance regulation,” 
the life company application states. 
“The existence of this system of regu- 
lation covering the activities of com- 
panies offering annuities is well 
known and the public is generally 
aware of the nature of such regulation. 
It is widely understood, for instance, 
that the investments of companies of- 
fering variable annuities are circum- 
scribed by law, that they are required 
to maintain certain reserves with re- 
spect to such contracts and that their 
operations are under close scrutiny by 
state insurance authorities. 

“Members of the public, when of- 
ferred [United] trust contracts desig- 
nated as ‘variable annuities’ contracts 
may reasonably believe that they are 
obtaining the benefit of such compre- 
hensive state regulation. Yet the trust 
has been organized with the apparent 
intention of avoiding all such regula- 
tion. Should the trust succeed in that 
endeavor, no amount of explanatory 
material in the prospectus will elimi- 
nate the misleading effect of using an- 
nuity terms in describing the trust and 
its contracts. Investors will inevitably 
think that they are getting some or all 
of the protections inherent in the tra- 
ditional system of regulation of compa- 
nies offering annuity contracts com- 
mercially to the public.” 

Variable Annuity Life also contends 
that the investor who buys a variable 
annuity contract from the trust, after 
being shown a schedule of initial pay- 
ments, may fail to understand that 
there is no regulatory control over the 
mortality table used or the investment 
assumption made. 


Could Obtain Advantage 


“An unregulated organization such 
as the trust could obtain a competitive 
sales advantage by combining unreal- 
istic mortality and investment as- 
sumptions to give a relatively high in- 
dicated initial payment,” says Variable 
Annuity Life. “However, since the to- 
tal present value of annuity payments 
to be received must obviously be equal 
to the present value of amounts paid 
in, use of unreasonably high initial 
payment would have to be compensat- 
ed for out of later payments. ... In 
short, it is inherently deceptive for the 
trust to use annuity terminology, 
which implies the protection of state 
regulation, and at the same time seek 


to maintain freedom to operate with- 
out being subject to such control.” 

Commercial insurers offering annui- 
ties, including those offering variable 
annuities, guarantee the holders of 
such contracts against the mortality 
risk involved in their undertakings to 
make payments for life, Variable An- 
nuity Life points out, contending that 
“the use of annuity terms will be un- 
derstood by the public to imply the 
presence of this critical characteris- 
tic.” 
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“The materiality of the absence of a 
mortality guarantee is evident,” Vari- 
able Annuity Life states. “In fact, it 
may well have a greater impact in 
the case of a contract providing for 
variable payments than in a fixed- 
dollar contract. Thus, should the pur- 
chasers of trust contracts live sub- 
stantially longer as a group than the 
actuarial estimates used and at the 
same time the investment experience 
should be favorable, the dollar reduc- 
tion in payments attributable to ad- 
verse mortality would be exaggerat- 
ed.” 


TAKE FULL MEASURE 
OF THE COMPANY YOU SEEK 


NUMEROUS life insurance companies can boast of particular strong points and 
advantages. When embarking upon a General Agency career, your future will be 
happier and more rewarding if the company you select can "measure up" to these 


qualifications:, 





Earning Potential Protective Life's General Agents Agreement provides top 
commissions, overriding commissions, vested renewals, service fees and a liberal 


expense arrangement. 


Competitive Position Protective Life meets competition on all forms of Ordin- 
ary Life policies, both Par and Non-Par, and on all types of Group Insurance. 


Stability Protective Life has $114.43 of resources for each $100.00 of liabilities. 


Progressiveness Protective Life has an 





Audio-Visual Selling Program, Quantity Dis- 
count premium system, and writes such 
"special" coverages as Disability Income and 
Guaranteed Insurability. 


Reputation Protective Life is now in its 
53rd year of successful operation, has more 
than a billion dollars of life insurance in force 
and carries an "Excellent A-Plus" rating by 
independent authorities for the ranking of 
insurance companies. 


Opportunity General Agency opportuni- 
ties unlimited throughout the Southeast for 
experienced Agents doing well in life insur- 
ance business, yet somewhat impatient with 
prospects for future advancement. 


Your inquiry is invited. 


PROTECTIVE LIFE 


Insurance 


Col. William J. Rushton, President 
BIRMINGHAM, ALABAMA 


Company 
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Editorial Comment 


Important, Not Revolutionary, Decision 


The decision of New York’s highest 
court that a life company may own 
and operate a property insurer is an 
important one. The opposition of the 
New York insurance department 
through the administration of three 
superintendents has been an effective 
bar to the entry into the all lines field 
of some life companies, notably those 
domiciled in the state. It has not kept 
many insurers from going all line— 
though it kept Connecticut General 
Life from buying National Fire. In- 
stead, a casualty company which owns 
a life company that operates in New 
York purchased National Fire and has 
been operating it since. 

Other life companies—Lincoln Na- 
tional and Commonwealth—are in the 
process of organizing property insur- 
ers. Many fire and casualty compa- 
nies in recent years have started or 
purchased life companies. 

The concern of the New York de- 
partment about the character of the 
life insurance product that is sold to 
the citizens of that state is laudable. 
The department has maintained the 
position that poor underwriting results 
or giant sized losses in fire and casual- 
ty should not be allowed to endanger 
the long term obligations of a life com- 
pany to its policyholders. But the suc- 
cesses of the all line combination have 
been notable. The failures in the life 
field have been of life companies only 
and those largely due to mismanage- 
ment, a malaise which is not indigen- 
ous to any single kind of business. 

The court makes it clear that in its 
view the law of New York permits a 
life company to own and operate a 
property insurer as a separate facility. 
This does not say that a life company 
can write fire and casualty insurance, 
as is the case in England. Thus the 
statutory and other safeguards are 
maintained with respect to the life in- 
surance product. 

Important as the decision is in re- 
moving a strong barrier to the devel- 
opment of all lines of insurance by one 
group, of which the parent may be a 
life company, we do not believe the 


New York department will be flooded 
with applications from out-of-state 
life insurers that want to acquire fire 
and casualty companies. There will be 
some activity of this sort. Several 
large life companies have shown an in- 
terest in developing property insur- 
ance facilities. John Hancock Life, for 
example, was interested in proposed 
legislation in Massachusetts that 
would have permitted this. Some of 
the life insurers that have developed a 
considerable business through general 
lines brokers and agents now may 
want to look into the possibilities of 
fire-casualty operation. Connecticut 
General for many years has secured a 
substantial amount of business from 
independent fire-casualty producers 
with large commercial and industrial 
accounts that are prime sources of 
group business of several kinds. 

But the idea that there are dozens 
of life companies just waiting for this 
decision to leap into the property field 
overnight simply doesn’t tally with the 
realities of the business. For one thing, 
many life companies will not be able, 
interested, or in any way concerned 
with getting into the property busi- 
ness. Those that are will have to find 
fire-casualty companies whose _ busi- 
ness, management, style of operation, 
geographical spread, and many other 
factors are suited to the successful 
blending of the two operations. If the 
mergers of recent years are proof of 
anything, they clearly demonstrate 
that the path to successful merger is 
fraught with perils under the best of 
circumstances. Many values can be 
lost, many ambitions can remain un- 
realized. 

Another deterrent to wholesale en- 
try of life companies into fire and cas- 
ualty is that like most businesses the 
property insurance business does not 
have an excess of talent. In fact, there 
are some indications that it doesn’t 
have enough talent. Thus a life compa- 
ny that decided to start a fire-casualty 
insurer will find, as some of them al- 
ready have, that talent is hard to come 
by. They will also find that it takes a 


lot of money and a lot of time, even if 
they find the talent—perhaps a gener- 
ation, if all goes well—to “get into” 
the fire and casualty business. Why 
shouldn’t this be true? It is true of 
fire-casualty companies that have 
gone into the life business. 

There is still another influence 
which has nothing to do with the in- 
terpretation of New York laws (as in 
the Connecticut General case) or with 
the possibility that the New York law 
as to domestic companies may be 
changed (as has been suggested). Al- 
though the substantial bulk of the 
fire-casualty business is done by stock 
insurers, in life insurance approxi- 
mately 63% of the business is done by 
mutual companies. A mutual company’s 
purchasing power is limited by the 
amount of free surplus at its disposal. 
Also, the nature of the mutual estab- 
lishment, ownership by policyholders, 
appears to impose a heavier trustee 
responsibility upon management. 

Undoubtedly the removal of legal 
bars to life acquisition or development 
of property insurers will have effects 
of consequence upon both property 
and life insurance in this country. But 
those effects are apt to be more of the 
things that have been occurring for 
several years, tighter competition, 
closer pricing, and the search for ways 
to deliver more for the same dollar of 
expense. Most of the companies inter- 
ested in developing all lines facilities 
have either done so or have given up 
the idea. The ones that are interested 
and have not done anything about it 
because of the New York barrier now 
removed already have made their in- 
terest clear. There aren’t many.— 
K.O.F. 





| Personals 


Earl B. Dickerson, president Supreme 
Life of Chicago, has been selected by 
University of Chicago’s alumni associa- 
tion to receive its “alumni citation of 
useful citizenship.” Mr. Dickerson was 
graduated from the university in 1920 
and his daughter, Diane, received her 
master’s degree from the same school 
this Friday. 


Edward F. Gallahue, president of 
American States, received an honorary 
doctor of laws degree from DePauw 
University. The degree, Mr. Gallahue’s 
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Dwight Mead 


sonal production. Founder and fimfymerous cx 
president of Seattle Life Managenfng all-arot 
Assn., he organized also the city’s A&liievelopment 
association and in 1953 was president dffalioran occ 
the health agents’ international asso4yjlliamspor 
ciation. He headed King County Liféhistions. He 


Underwriters Assn. in 1914. He islwtional con 
credited with originating the sales confyars was a 
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H. W. Stodgill, vice-president 
Independent L.&A. of Louisville, ha "spate I 
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Erle Cocke Jr., a director of State 
wual of Rome, Ga., has been named 
president Kennedy as United States 
wmnate executive director of the In- 
ational Bank for Reconstruction & 
Jopment (World Bank). 


Adm. Sidney W. Souers, chairman of 
merican Life, has been named to the 
ed of Saint Luke’s Hospital, St. 
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liam C. Greenough, president of 
hers Insurance & Annuity and Col- 
‘Retirement Equities Fund, has 
~n elected a trustee of Dry Dock 
tings Bank, New York City. 
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56 yeatin manager in 
d becamigi at Williams- 
agent abort. Under his di- 
linquisheetion the agency became the com- 
ne to pethany’s largest district office and won 


A. J. Halloran 


and firihumerous company honors for growth 
Manage nd all-around excellence in agency 
ity’s A&iiievelopment. In association work, Mr. 


esident dfalloran occupied all the offices in the 
nal assfWiliamsport and Pennsylvania asso- 
unty Lilthiations. He served two years as state 
4, He ifutional committeeman and for many 
sales col-frears was a leader in the state associa- 
industryfiion’s legislative program. He was the 
h gathe-fmonsor of the Halloran cup, awarded 
925, Mrfeach year to the local association in the 
in whicifstate that shows the largest member- 
old a $ikhip increase over its previous high. 
for thf Mr. Halloran was elected a trustee 
ital. Le fof NALU in 1959. His many community 
\derwrit-factivities included serving as chairman 
Goodwilfof the local Heart Fund and United 
Fund campaigns. He was a director of 
: the national Little League baseball or- 
itor TH nization 
nis wile, ' 
tax d+] WILLARD W. WALKER, who re- 
Douglsftired as general agent of Kansas City 

Life at Nashville in 1957, died. 
dent ol 
ille, has HALEY FISKE, 64, former director 
~ alumni of the group insurance division of Met- 
», Ky. topolitan Life, died at Los Angeles. He 

was the son of the late Haley Fiske, 
agent djpresident of the company who died in 
as been #1929. 
ion, the 

CARL A. PLOCH, 177, a founder and 
of CL officer of Jefferson National Life, died 
ty at Indianapolis. He was treasurer and 
: ’ adirector of the company until 1953 
Gothan amd was also a federal jury commis- 
usin sioner at Indianapolis. i 


M. LOWELL CAMPS, 62, general 
t of In-}*8ent of John Hancock at New York, 
O., his}died at New York Hospital of a heart 
‘ound Jilment. Before joining John Hancock 
a rep} 2 1938, he was with Penn Mutual Life 
sco haj*t Providence, Atlanta and, as general 
agent, at Boston. He had been president 
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of Boston Life Underwriters Assn. and 
of Boston General Agents & Managers 
Assn. of NALU and chairman of Gen- 
eral Agents & Managers Conference. 
He was chairman of many NALU com- 
mittees and national committeeman 
from his association. 


WILLIAM H. BRIDWELL, former 
manager of Kentucky Central L.&A. at 
Louisville and Columbus, O., died at 
his Tucson home. He had been with the 
company 40 years prior to his retire- 
ment in 1948. 


JAMES L. MARCHESE, 64, benefit 
secretary of Massachusetts Mutual, 
died. He had been with the company 
for almost 50 years and was scheduled 
to retire in August. 


Stocks 


By H. W. Cornelius of Bacon, Whipple & Co 
135 S. LaSalle Street, Chicago, June 6, 1961 

























Bid Asked 
$ $ 
Aetna Life 112 114 
American General  ......ccccceceseeeee 50 53 
Beneficial Standard cc 32 331 
Business Men’s Assurance ......... 69 72 
Cal.-Western States ......cccccscseseeee 13 17 
Commonwealth Life ... 38% 40 
Connecticut General ....... 227 232 
Continental Assurance .... 159 164 
Franklin Life ose 122 124 
Great Southern Life ... 86 90 
Gulf Life 2842 29% 
Jefferson Standard 6042 62% 
Liberty National Life 6742 6942 
Life & Casualty .......... 22% 24 
Life of Virginia ...... 87 91 
Lincoln National Life 116 119 
National L. 8 A. ciccccscsccssscseseeee 166 170 
North American, II]. «0.0... 19 20 
Ohio State Life ........ssssecesseeee 52 541 
CT TT ETS cin cencccccesssessscesessecseces 68 Bid 
Old Republic Life 00.0... 20 22 
Republic National Life ................ 69 72 
Southland Life  ............cccsccsssscssees 103 108 
Southwestern Life 0... 8412 87% 
Travelers 118 120 
RI BI - Svocssoeshccescosscereiscesviarccanes 57 60 
U. S. Life 6742 70 
Washington National ..............006 644% +68 
Wisconsin National Life ............. 37 39 





Uninsurable Risk 


Article Is Reprinted 


A leaflet reprint of Robert B. 
Mitchell’s article, “Should you Un- 
derwrite an Uninsurable Risk?” 
has been published by the National 
Underwriter Co. It gives the kind 
of easy-to-use ammunition needed 
to show how. groundless is the 
theory of “buy term and invest the 
difference.” The leaflet is printed in 
convenient mailing size for use as a 
premium enclosure or agent’s gen- 
eral mailing piece. Copies of the 
leaflet may be obtained with or 
without a four-line imprint from the 
National Underwriter Co., 420 East 
Fourth Street, Cincinnati 2, Ohio. 
Prices: 


Copies Without With 
Imprint 4-line 
Imprint 

100 $ 3.50 8.00 
200 6.50 11.25 
300 9.00 14.25 
400 11.00 16.50 
500 13.00 18.50 
1,000 23.00 0.00 











Hits Back At Critic 


Of Financed Insurance 
(CONTINUED FROM PAGE 4) 

a life insurance policy is taxed as 

ordinary income. Why do you not 

decry this discrimination against life 

insurance? 

Certified public accountants have 
been known to complain because the 
proceeds of life insurance “pass free 
of income taxes” to a_ beneficiary. 
Death proceeds from life insurance are 
part of the estate of the deceased and 
estates are not subject to income taxes. 
They are subject to estate taxes and 
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Comments On The Insurance Field 
From The Investment Dealer’s Chair 


By LEVERING CARTWRIGHT 
Cartwright, Valleau & Co., Board of Trade Building, Chicago 


Connecticut General has now won the war after losing all the battles. News 
of the New York court of appeals victory caused market gyrations Friday. 
Stock of Conn. General was quoted up to as high as 138 bid, plus 15 points, 
and Aetna life ran up to 117, but both of these returned to their former levels 
before the day was out. Aetna Fire was 4 points higher at the outset, but re- 
treated 2; Phoenix went ahead 71% points to 103 bid and held the gain. These 
latter two companies are the ones that had been most frequently mentioned as 
possible acquisitions either by Conn. General or Aetna Life when the N, Y. 
barrier to life companies owning fire-casualty institutions was removed. Still 
another possibility is that Aetna Life would want to increase its ownership of 
Aetna Casualty from its present proportion of 67%. Aetna Casualty moved 
up a point to 129 bid with none offered. 

Traders remember that when Conn. General was moving to acquire Na- 
tional Fire the stock of C. G. weakened while that of National was strong. 
Hence, from the short range standpoint the question is whether the stock of 
the life company that is offering its shares in exchange for those of a fire- 
casualty office is a good bet from a short range standpoint. Interest is more 
likely to center on fire-casualty companies whose shares are selling at a dis- 
count from liquidating value. In a deal stockholders might expect to be offered 
life company shares with a market value equal to liquidating value of the 
fire-casualty company. 

Some of the fire-casualty issues were stronger Friday. North America was 
up 3 for the week, Boston, 1, Fireman’s Fund, 114, Glens Falls, 2, Hartford, 
144, National Union, 114, North River, 2. Employers group went up 2 points to 
51, for its third straight week of advance. 

Reliance eased nearly 3, probably on profit taking by those who had bought 
Standard Accident for a turn. 

Life stocks continued to claim the crown of the bull. For instance Govern- 
ment Employees Life, at 135 bid, was up 20 points in the week. There was 
buying of Kansas City Life and it was 30 points ahead at 1760 bid. U. S. Life 
all but made up its recent 20% stock dividend. It was 71 bid when it went ex 
this dividend and on Friday closed at 67 which was the equivalent of 80 for 
the old stock. Lincoln National at 116% was 3 points higher. This company’s 
announced intention to enter the fire-casualty field adds piquancy to the 
search for discount fire-casualty companies that might be candidates for take- 
over. Mass. Indemnity moved up 5 points to 49 bid. It had been recommended 
by a house with an extensive mailing list. Midwestern United Life, mentioned 
in the same letter, was some 5 points higher at 43. 

At the recent annual meeting of American Motorists, J. S. Kemper, in re- 
sponse to a question, said the management intends in short order to do some- 
thing about entering the life insurance business. Stock of Am. Motorists has 
been wanted but little is offered. 


The Commercial & Financial Chronicle in its June 1 issue has an article 
on fire-casualty stocks. The wretched first quarter results, mainly due to 
weather losses are noted, but the sharp increases in liquidating values due to 
stock market appreciation are impressive. Net investment income continued 
to gain, the average improvement for the first quarter being 5%. Expense 
ratio reduction continued. In the absence of major catastrophes, operating 
earnings of most companies, benefiting primarily from earlier rate increases 
and a temporary cessation of inflationary pressures, are likely to justify their 
present historically-high market values, this article concludes. A tabulation 
is included, showing for 27 companies, among other things, first quarter gain in 
investment income and underwriting profit or loss margins for the first quarter 
of this year and for the same period of 1960. 

Pcs 

Laird, Bissell & Meads in a letter on insurance comments on the lacklustre 
record on underwriting operations for 1960, but finds much solace in the 
investment activities. So the net showing of the run of companies was not 
at all unfavorable “when we look beyond the underwriting results.” “And 
with the better outlook at this juncture on security prices and dividends, who 
will say that 1961 net will not be better than 1960.” Laird, Bissell & Meads 
included with the letter a statistical comparison of 35 companies under the 
headings of liquidating values, adjusted underwriting results, investment in- 
come, federal taxes, net earnings, dividend rate, yield and price range. 

Touching on the development of weekly premium fire insurance operations 
by industrial life insurance offices, John T. Acree Jr., president of Lincoln 
Income Life of Louisville, in his annual report, mentions enthusiastically the 
progress made by their new subsidiary—Lincoln Fire & Casualty. The first 
policy was issued Sept. 12, 1960 and already a weekly premium fire debit of 
$4,100 has been achieved. This represents an annualized premium of $231,000. 
Other similar situations—all of which seem to be going extremely well in- 
clude United Fire of New York, affiliated with United Insurance of Chicago; 
Interstate Fire of Chattanooga (Interstate Life & Accident) and Peninsular 
Fire of Jacksonville (Peninsular Life.) 

West Coast Life sold at 48 Friday on the Pacific Coast Exchange, a 3 point 
gain for the week, following a 5 point rise the previous week. 





payment and since the income tax law 
was passed in 1913, the interest has 
been deductible if paid in cash and, 
more recently, if not borrowed to 
finance single premium insurance as 
defined in section 264. 

Should the accountant return to ac- 
counting and leave the legal field to 
attorneys? 


the death proceeds are so taxed. 
There have been abuses in the field 
of financed life insurance but that is 
a matter for discipline by the industry 
heads and is not something that neg- 
ates the whole principle of loan fi- 
nancing. People have been borrow- 
ing for many years on insurance values 
both for emergencies and for premium 
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HeNATIONAL UNDERWRITER 


Worthington Discusses Persistency, Growth 


(CONTINUED FROM PAGE 2) 
tude for selling life insurance and 
those without it. 

Once this division has been made, 
further elimination devices are used, 
such as inspection reports, interviews 
with previous employers, and physi- 
cal examinations. It is only then that 
the process of selection really begins, 
with each company and even each 
manager having a different idea of 
the kind of man they are looking for 
and the qualities needed for success. 

“Two of the best tools for this part 
of selection,” said Mr. Wood, “are giv- 
ing the prospective recruit the com- 
plete facts about the job and, perhaps 
of even greater value, letting him sam- 
ple the underwriter’s job through par- 
ticipation in some type of pre-contract 


training sessions. The final and all- 
important factor in the selection proc- 
ess is and will remain the judgment of 
the manager himself.” Nothing substi- 
tutes for this, Mr. Wood emphasized. 

In spite of the selection tools and 
procedures that have been developed, 
he said, turnover figures seem about 
the same as a quarter-century ago, and 
this has caused many people to ask if 
there has been a real improvement in 
selection. However, the turnover fig- 
ures of today and those of other times 
can’t be compared, he said. Before the 
adoption of the full-time agent con- 
cept, and particularly before agent fi- 
nancing, men were kept under contract 
as long as they produced an occasional 
case. The figures, therefore, seldom re- 
flected failure until long after it had 
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Rates—$22 per inch per insertion—1 inch minimum—sold in units of half-inches. Limit— 

40 words per inch. Deadline 4 P.M. Friday of week before publication in Chicago office— 

175 W. Jackson Blvd. Individuals placing ads are requested to make payment in advance. 
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LIFE UNDERWRITER 


Large life company located in Southwest has 
opening for life underwriter with five to ten 
years. experience. Excellent opportunity for the 
right man. 

Salary open. 

Write, giving details on education, experi- 
ence, including present underwriting limits and 
salary requirements. Address reply to Y-78, Na- 
tional Underwriter, 175 W. Jackson Blvd., Chi- 
cago 4, Illinois. 





UNDERWRITER AND OFFICE MANAGER 


Opportunity for young men with newly estab- 
lished midwestern life insurance company. Over 
one million dollars of insurance issued in first 
two months of operation. New office space 
provides excellent working conditions. At least 
two years previous experience is desired. Write 
Y-86, National Underwriter, 175 W. Jackson 
Blvd., Chicago 4, Ill. 








WANT TO BUY INSURANCE COMPANY 
Substantial investment group wishes to purchase 
stock of active life insurance company, retain 





GROUP SALES OPPORTUNITY 
Large southeastern life company desires 
experienced group salesman to manage 
group office in Dallas serving northern 
Texas and Oklahoma. 

Liberal fringe benefit plans—company car 
—unlimited earnings potential. 

Send summary of group sales experience 
to: Box Y-75, National Underwriter, 175 
West Jackson Boulevard, Chicago 4, Illinois. 





g +t. Median six figures. Principals 
only. Write Box Y-85, National Underwriter, 175 
W. Jackson Blvd., Chicago 4, Ill. 








TOP MGMT. 


fast moving, dynamic life insurance company 
seeking top 9g ft. Tr d oppor- 
tunity for a qualified person, preferably with 
actuarial background. Must have some ad- 
ministrative experience. Replies held in strictest 
confidence. Write to Y-70, National Underwriter, 








175 W. Jackson Bivd., Chicago 4, Ill. 





actually occurred. Moreover, little ef- 
fort was made to keep sound and up- 
to-date statistics. Today’s first-year 
turnover figures, on the other hand, 
are more accurate and include all the 
terminations that normally would have 
spread over a two- to five-year period 
a couple of decades ago. 


Comparisons Necessarily Misleading 


Finally, the turnover figures of the 
earlier periods usually referred merely 
to failures. Today’s figures include not 
only failures but an increasing number 
of “terminations” of other types. For 
example, agents today are appointed to 
field and home office management po- 
sitions sooner than heretofore, and also 
they are today more likely to switch 
jobs, even though successful. With such 
major changes in the composition of 
the turnover figures, any comparison 
with a quarter-century ago is neces- 
sarily misleading. 

Mr. Wood pointed out that today’s 
emphasis on more effective selection 
reflects the evolution in life insurance 





INSURANCE ADMINISTRATOR 
Insurance Company with large coast-to-coast 
agency organization needs man to head credit 
life and credit accident and health department. 
The Company in Southern New England is 
seeking a qualified man with a broad back- 
ground in consumer credit insurance to manage 
home office and supervise field personnel. 
Position requires thorough knowledge of office 
management, insurance accounting and policy 
systems, proven ability and stature. Salary com- 
mensurate with experience. Submit resume in 
complete confidence to Y-76, National Under- 
writer, 175 W. Jackson Blvd., Chicago 4, Illinois. 











GROUP ADMINISTRATOR 


Fifty-five year old midwest Life company 
has opening for man capable of assuming 
complete responsibility for administration 
and management of recently organized 
group department. Prefer some group sales 
background. Salary open. Write Y-84, Na- 
tional Underwriter, 175 W. Jackson Blvd., 
Chicago 4, Illinois. 








Blyd., Chicago 4, Illinois. 


MID-WEST AGENCY OPPORTUNITY 


--+ « for qualified man with supervisory experience to manage established Life agency of pro- 
gressive eastern company. Includes all lines of Life, Health and Group coverage. Unique 
financing and training program for agents. If you have field and supervisory experience and 
believe you are ready for your own agency, write giving complete resume of your background. 
Your reply will be kept in strict confidence. Reply to Y-74, National Underwriter, 175 W. Jackson 





Iinois Stock Company Charter 
Dormant. Full life and A & H. Capital $200,000, 
surplus $100,000. Price of charter $20,000. 

Ralph F. Colton 
30 N. La Salle St. 
Chicago 2, Hllinois 
Telephone: Financial 6-9792 





Suite 807 











ways of Disability Sales agents . . 


ARE YOU THIS MAN? 


(a trained disability man ready for the next step up) 


We are the fastest growing life insurance company in the nation with one of the 
largest A & H operations on the West Coast. We’re searching for a man, wise to the 
. and particularly sympathetic to their needs .. . 
who is ready to take a top berth with us as Manager of the Income Disability 
Division selling guaranteed renewable, and renewable at option policies. 

For the right kind of man we offer an unusual future . . ..excellent salary, plus 
liberal pension, life insurance, hospital and medical fringe benefits. The man we 
want is one who has produced on his own . . . one who has pulled himself up by 
his own bootstraps and knows what it takes for a Home Office to back up the selling 
efforts of the Disability Agent. He must be experienced in directing men and capable 
of hiring, training and assuming full authority. He may presently be an assistant to 
a Director, seeking an opportunity for the next step up. This position requires you 
to make your home in Los Angeles. 

If you are interested, send us complete information, state qualifications, etc. 
Your letter will be treated confidentially. 


Write to: Y-72, National Underwriter Co. 
175 W. Jackson Blvd., Chicago 4, Illinois 
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selling and in the type of 
required. In the early days, life 
surance sales were practicaily a «& 
modity sale, and at the very mp 
single-need sale. However, the mg 
agent must be not only a good sale 
but must have knowledge and abjj 
that were undreamed of in the pre. 
ing generation of agents. 

Another featured speaker, John 
Evans, vice-president-sales, comme 
ed on the current competitive sj 
in and out of the life insurance } 




















ness and on its effect on the indivjaqa’ 


life agent’s attitudes and respongj 
ties. 

“In today’s aggressively competi 
markets it takes a strong, resolute y 
in the field to combat the pie-in4 
sky promises that too often are y 
to tempt unwary buyers,” he said, 



















takes a man who has a strong adhe” 






ence to the basic principles of sq 
selling, a man who has real convictiy 
about life insurance and about 








life insurance can do, a man who hw 


lieves almost fanatically that life 
surance—and only life insurane 
provides certain things that a many 


only wants and needs for his fami’ 


should he die but also for himself wh; 
he lives.” 

Most of the meeting was devoted 
talks and panel discussions by ageng 
heads. ! 











Texas A&H Underwriting, 


Claims Group To Convene 


The program has been announes 
for the annual convention June 16 
of Texas A&H Claims & Underwrit 
Assn. at San Antonio. 

Speakers and titles of their talks 
E.R. Christofferson, vice-president an 
director of agencies American Hospit 
& Life, “Agency and Home Office R 
lations;” Robert W. Strain of the Te 
as board of insurance, “Profiting fro 
Poor Health;” Judge John F. Oni 
“Insurance Industry and Lawyer 
Friends or Foes?’’; Rev. Buckner F 
ning, San Antonio Baptist minister 
“Selling the Greatest Product in th 
World;” Dr. Phillip L. Day, San 
tonio orthopedic surgeon, “My Achin 
Back;” and John D. Palmer, distrid 
manager of the social security admin 
istration, “The Disability Decision.” 

W. R. Peterman, Lincoln Libert 
Life, will moderate a workshop on Fr 
day afternoon. Participants will } 
Betty Stark, American Hospital 4 
Life; David Haney, Union Bankeng 
Robert Brown, Employers Re; Emig 
Wilke, American National Life; and¢ 
L. Henson, State Reserve Life. 

A workshop on claims _ procedur 
will be moderated by Truman Ferg 
son, Austin Life. Discussing the su 
ject will be Chris Kara, Mutual d 
Omaha; John Mayo, Republic Natio 
al; and Robert Ault, Texas Reser 
Life. Max Werkenthin, Autstin Lif) 
will lead a workshop discussion of w 
derwriting procedures. Participatht 
in this will be Robert Blevens, Sout 
land Life; Ralph Campbell Jr., Cental 
Security Life; and John Wood, Gret 
Southern Life. 

A social evening, dinner and rivt 
show will be sponsored by Republi 
National and Southland Life. 
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L. L. Rogers Wins Group Cp 


Lyman L. Rogers, district gro® 
manager in Atlanta, was awarded Nev 
England Life’s president’s group @ 
at the recent biennial group sales cit 
ference at Miami. |The conference 8 
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attended by 50 field represental 
from the 21 New England Life gro} 
offices and by 14 home office exe 
tives. 
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(CONTINUED FROM PAGE 1) 
niciled companies will press for leg- 
ion permitting them an_ equal 
ing With out-of-state life compa- 
«in owning non-life insurers, there 
wears to be no big excitement. At 
opolitan Life it was said that that 
er, John any has no thought, at least at 
S> COMMegl cont, of seeking such legislation. 
= si Ata hearing conducted by the New 
irance } legislature’s joint committee on 
4 indivi yrance rates and regulation in Jan- 
€sponsi , 1960, Connecticut General Life, 
witable Society, Guardian Life, Home 
te of New York, Mutual of New 
esolute M and New York Life strongly 
| iE ocsed the unfairness of letting fire- 
yalty companies do a life business 
gh subsidiaries while denying 
companies the right to own fire- 
salty companies. However, all of 
se companies except Connecticut 
meral disclaimed any plans for 
hat life “a king use of the right to own a fire- 
; ‘hualty subsidiary even if the law 
sre changed. 
iy At various meetings of New York 
ie field men, in view of questions 
"cked by agents about possible plans 
“one-stop” selling, Raymond C. 
shnson, vice-president in charge of 
harketing, stated that the company 
dno intention of going over to that 











































‘iting, “We have not seen any demand 
rm the public for one-stop insur- 

nvene f nce,” he said. “We believe one-stop 
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insurance could have positive disad- 
vantages for our agents. They could be 
tempted to scatter their energies 
among so many different lines that 
they would be jacks of all trades and 
masters of none. We certainly see no 
objection to the law being changed so 
that any life company domiciled in 
New York could sell fire or casualty 
insurance if it so desires.” 

At State Mutual Life of Worcester, 
Mass., which has an affiliation with 
two mutual fire companies, Irving T.F. 
Ring, senior vice-president and gener- 
al counsel, said he was gratified at the 
New York decision as being one more 
step in the breaking down of state re- 
strictions against life company owner- 
ship of fire-casualty insurers. He said 
he hopes that within the next few years 
the Massachusetts restriction—which 
applies not only against ownership of 
fire-casualty stock but even a life com- 
pany’s stock—will be rescinded. 


Oppose Disclosure Laws 
In Unnecessary Areas 


(CONTINUED FROM PAGE 1) 
limited in the act, carry into matters 
which are traditionally the subject of 
state insurance regulations and super- 
vision. 

Discussing the coverage under the 
act, Mr. Siegfried said, “We believe 
that the effectiveness of the act could 
be improved and simultaneously its cost 
of enforcement reduced by streamlin- 
ing its application with respect to 
plans covering fewer than 100 ac- 
tive participating employes instead of 
the present 25 life provision. We be- 
lieve this latter dividing line to be ap- 
propriate as a test for initially filing a 
plan description with the secretary of 
labor. 

“However, we believe that a con- 
structive step would be to raise this 
limit with respect to automatic filing 
of annual reports. The Secretary, un- 
der this proposal, would retain the 
right to require reports upon the re- 
quest of an employe for information or 
when he has reason to believe that 
some abuse or irregularity has oc- 
red. The cost burden of automatic fil- 
ing per employe covered is much 
heavier in the smaller plans and we 
believe that some measure of relief 
would be entirely in order. 

“We wish to draw attention to the 
fact that the field of employe welfare 
and pension plans is exceedingly com- 
plex. Not only are many people in- 
volved in a great variety of circum- 
stances but there are many different 
kinds of benefits affected and many 
different kinds of instruments, agen- 
cies and methods by which these ben- 
efits are provided. Would it not be 
wise to allow further time to elapse 
and experience to accumulate under 
the present act prior to undertaking 
expansions which could lead to burd- 
ensome and costly procedures on the 
part of the managers of these welfare 
programs, the government and other 
interested parties? We believe this 
concern to be particularly pertinent 
with respect to level-of-benefit plans,” 
Mr. Siegfried said. 


Would Raise R. I. Tax 


The Rhode Island house has ap- 
proved a measure that will raise the 
substitute for a rejected state income 
state tax on premiums from 2% to 3%. 
The increase is part of a program sup- 
ported by Gov. Notte and offered as a 
tax proposal. Despite insurers’ warn- 
ings that passage of the bill would in- 
voke the retaliatory provisions of laws 
in 41 states, it was voted 53 to 22. 








TRAPPED? 


No insurance agent can reach his full earning potential when he’s 
trapped by strict limits on the insurance he can write. LACOP repre- 
sentatives are never trapped. LACOP combines sound insurance pro- 
cedures with enough flexibility to meet new and challenging situations 

. provides our agents with sales opportunities that are almost 


unlimited. The result is more money now. . 


. a far brighter future. 


LACOP’S 10-YR. RENEWABLE & CONVERTIBLE 
TERM POLICY enables you to offer a 45-year old pros- 
pect a $25,000 policy at the rate of $12.91 per thousand; 


a $50,000 policy at the rate 


of $12.71 per thousand; 


$100,000 at the rate of $12.61 per thousand. Find out how 
this and other LACOP plans can substantially increase 
your earnings. Write for a confidential interview at your 
convenience. Address Sherman J. Edelman, Executive 


Vice President. 


Life Assurance Company of Pennsylvania 


2204 WALNUT STREET 


@ All Forms of Life Insurance 
@ Minimum Deposit Programs 


©@ Group Life—Accident and Health 





PHILADELPHIA 3, PENNA. 


-/ @ Guaranteed Renewable—Accident and Sickness 


© Hospitalization—Medical and Surgical 


@ Franchise and Association Programs 








Now... 
a $2 BILLION COMPANY 


We are proud of the fact 
that we are now providing 
over $2 Billion of life 
insurance protection for 


our policyowners and their 


beneficiaries; This is an 
increase of over $325 
million during 1960 and 
means that thousands of 
new policyowners have 
selected Liberty National 
as their life insurance 
company. We appreciate 
their confidence in us and 
pledge our best efforts to 
continue to deserve it. 
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LIBERTY NATIONAL LIFE INSURANCE CO. 


Frank P. Samford, Jr., President 


HOME OFFICE: Birmingham, Ala. 


















The Equitable Life of Bob Spooner 
IN Appleton, WISCONSIN perenspoonerot miwavkee’ 


Wandling Agency is a ski enthusiast. 
Here the family is taking off 
for a typical weekend. 
Wife Elaine (“Sis”) is handing 
up the skis. Son Jeff, 13, 
and Linda, 16, have the ski 
poles. Daughter Vicki, 21, 
is on the far right. 

















Honor Agent Award for 1960—and congratu- 
lations from Agency Manager Lee Wandling. 
Bob used to be a highly successful District 
Manager, but switched to direct selling in 
1952, and has produced over a million dollars 
in business annually ever since. 





Specializes in personal estate and business insurance planning, but sells 
large and small policies with equal enthusiasm. Here his enthusiasm is 








shared by officials of The Menasha Wooden Ware Corporation—Mowry Comm: inded: As member of a fund-raising 
Smith, Jr., Dick Johnson, and Tad Shephard. The company recently committee, shown here, Bob helped to build this 
installed a comprehensive group policy with Equitable. $2,500,000 hospital in Appleton. Has also served on 


many other boards—of the Y.M.C.A., for example, 
the Salvation Army, and the First Methodist Church. 


A man’s prestige somehow goes hand in hand with the 
prestige of the company he represents. This is 
why Bob is proud to be a life underwriter for Equitable. 
It’s a full life. And a rewarding one. Living Insurance 
is more than a need ... it’s a career! 


tHE HQUITABLE 


Life Assurance Society of the United States Daily Reward: After a hard day, Bob returns to his 
Home Office: 393 Seventh Ave., New York 1, N.Y. ©1961 beautiful home on the Fox River. In summer, boating 


and picnicking are favorite family pastimes. 
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